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Life InAwrtance Edition 


Over $100,000,000 
gain in outstanding insurance 
during 1949.* 


More than $770,000,000 
insurance in force. 


This represents a gain of 15% 
during the past year. 
We do not issue group. 


*It is doubtful if 20 of the more than 
500 life insurance companies in America 
can show a greater dollar increase 

in outstanding Ordinary Volume. 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SBRVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $750,000,000.00 insurance in force. 
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THE LAST HALF 
OF THE CENTURY... 


The first half of the 20th Century 
saw buggy whips replaced by piston 
rings, travelers soar into the air, 
the passing of button shoes, bustles, 
. and countless 





and coal oil lamps, 
other innovations. 


It also witnessed an amazing ad- 
vancement of Life Insurance in 
America, to the point where the 
majority of American people now 
rely on Life Insurance as the very 
foundation of their future security. 


We move into the second half of the 
century dedicated to greater service 
to the self-reliant American public. 
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would have it 


to find sufficient people in average 


for reaching them, well-spread 
investment opportunities, and a 


While solving these problems he would 
strength in one category must be 


for smooth functioning demands balance. 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 


THE PARKWAY AT FAIRMOUNT AVENUE 


= LIFE INSURANCE COMPANY 


PHILADELPHIA * PENNSYLVANIA 


Balanced, Too! 


Granted enough human population on his 
island, Robinson Crusoe, wise man that 

he was, would have discovered the need 
for founding a Life Insurance Company. 

To achieve this goal, he would have had 


normal health, a well-organized method 


cheerful, efficient group of co-workers. 
have discovered that in Life Insurance. 


supported by strength in the others... 











N. W 
Big | 
in N 

Wre 


7%; 
$6 B 


NEW 
for by ] 
$400 mil 
about 79 
gratifyins 
ald, pres 
meeting 
terminati 
force to 
of the y 
in his ad 
Barring 


Decembe: 
Northwes 





f 
H 


Edmund 


law reco: 
were neve 
























































— THESE POLICIES 
PRACTICALLY SELL THEMSELVES! |)». 5: 








FOR FULL DETAILS WRITE 


NORMAN 8B. ANDERSON, Supt. of Agents 


RELIANCE MUTUAL LIFE INSURANCE COMPANY 





Even the best salesman needs a 
popular product. You know 
when you sell what the public 
wants, you sell more and make 
bigger commissions. 


Onz of Oar Torrii: Sellers: 


10 yr. Term Policy, guaranteed 
renewable for as long as the in- 
sured wants to carry it... and 
at unusually low premiums. 


Reliance Mutual is a stable, old- 
line concern of great prestige. 
We write complete personal in- 
surance — Life, Accident and 
Hospitalization. Don’t wait! 
Write today and find out how 
you can earn those _ bigger 
Reliance Mutual commission 
checks. 


OF ILLINOIS 
AN OLD LINE LEGAL RESERVE COMPANY 


105 W. MADISON ST. 
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N. W. Mutual Holds 
Big Eastern Rally 
in New York City 


Wrote $400 Million, Off 
7%; In-Force Now 
$6 Billion 


NEW YORK—New insurance paid 
for by Northwestern Mutual exceeded 
$400 million and while this was down 
about 7% from a year ago, it is still a 
gratifying total, said Edmund Fitzger- 
ald, president, at the eastern regional 
meeting here. A “very satisfactory” 
termination rate brought business in 
force to just over $6 billion by the end 
of the year, Mr. Fitzgerald announced 
in his address. 

Barring anything extraordinary in 
December, the 1949 death rate among 


Northwestern policyholders set a new 
\ 
. ee 





Hill 


Edmund Fitzgerald Grant L. 


low record. Expenses, while higher, 
were nevertheless in fair proportion to 
growth and in line with economic con- 
ditions, said Mr. Fitzgerald. He esti- 
mated that the average net earned in- 
terest rate would show an increase for 
1949. He said the improvement in the 
return resulted chiefly from a redistri- 
bution of assets. 


Mortgages Bulk Larger 


Outstanding among Northwestern’s 
investment results was the increase of 
about 30% in the size of the mortgage 
loan account as compared with a year 
wo, most of it in residence mortgages. 
The company now has 21,000 residence 
loans. The company is reaching the 
point where the account is large enough 
to make a significant contribution to 
the over-all investment return. As the 
acount increases, Mr. Fitzgerald ex- 
plained, acquisition expenses become a 
smaller proportion of gross returns and 
the net returns improve accordingly. 

Bonds continue to be the company’s 
major investment outlet by a wide mar- 
gin. Increases in municipals, public 
utility, industrial and Canadian bond 
toldings and a decrease in federal bond 
holdings, characterized the bond opera- 
tions. No bond is in default. Gains 
in surplus, both from insurance and 
Investment sources, increased during the 
year, even after setting up a reserve of 








8% million for federal incomes taxes. 
Mr. Fitzgerald touched on the Celler 
aid O’Mahoney committee hearings on 
life insurance and took a mild dig at the 
itvestigators. 

“It is only forthright to tell you that 
We, with many others, wish that the 
ame diligence that is searching for an- 
wers to equity financing and small 

(CONTINUED ON PAGE 14) 
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Argue Merits of State vs. 
Federal Disability Plan 


NEW YORK — Advocates of state 
and advocates of federal provision of 
disability benefits argued their views in 
vigorous and lively, if friendly, fashion 
at the discussion of new developments in 
employe disability programs conducted 
by the American Assn. of University 
Teachers of Insurance during its annual 
meeting here. C. A. Kulp, University of 
Pennsylvania, was chairman and kept 
the arguments going at a clip, though 
participants needed little prompting. 

On the panel were Wilbur Cohen, 
social security board; T. Y. Beams, 
Eagle - Globe - Royal "Indemnity Cos.; 
Harry Becker, in charge of social insur- 
ance for United Automobile Workers; 
William R. Williamson, actuarial con- 
sultant, Washington, D. C., and Frank 
Walsh, Prudential. 


Contenders Square Off 


Messrs. Cohen and Becker strongly 
urged a federal plan of compulsory dis- 
ability benefits protection. Both sharply 
criticized the shortcomings of state 
plans, in operation and_ projected. 
Messrs. Williamson, Beams and Walsh 
just as vigorously criticized government 
operated social insurance plans and 
argued that disability programs under 
state aegis will work better. Mr. Cohen 
wants “uniform, equitable” federal cov- 
erage. America is a country in which 
people move around, he said, and the 
law should not distinguish between per- 
sons who need disability coverage be- 
cause of geography, membership in 
unions, and kind of industry they work 
in. He asserted that federal administra- 
tion of disability ‘ ‘would cost less than 

7.5% of premiums.” 

State disability laws cover only a 
small part of the population. The state 
approach will result in such a patch- 
work of protection the employer can’t 
keep track of it. 


Would Bargain for More 


Asked what the unions prefer, Mr. 
Becker said he agreed with Mr. Cohen. 
Those working with unions recognize 
that they must look to the government 
for a universal protection program. 
That would be the floor. To the extent 
that union workers don’t get what they 
think is adequate cover, they would seek 
supplementary benefits through collec- 
tive bargaining. 


With his “simple federal law” Mr. 
Cohen injects something new, Mr. 
Walsh commented dryly. His experi- 


rience in federal and state government 
work, he said, makes him pessimistic 
about ever finding a federal law that 
is simple. Anyway, there is more to 
the whole subject of non-occupational 
disability than simple federal law. Pri- 
vate enterprise has done a fine job in 
accident and health. Much remains to 
be done, but he believes the state level 
is the place to start. There are three 
or four types of law at state level and 
by learning as it goes along private 
enterprise can find the right way. 


WHAT KIND OF RISK 








All agree something should be done, 
Mr. Beams pointed out. The govern- 
ment has demonstrated that it does not 
do as good a job as private enterprise, 
and he believes disability cover should 
be tested at the state level first. 

Mr. Williamson pointed out that 
certain risks are catastrophic, of years’ 
duration; others serious, of a few weeks’ 
duration, others are minor, they last a 


few days. The disability risk is serious 
but not catastrophic; it runs weeks, not 
years. In experimenting with old age 
benefits, the government has treated old 
people pretty cavalierly. After years 
less than 20% of the aged get any bene- 
fits. Disability is a risk the government 
is particularly unable to handle. It re- 
quires local control. In logic it does not 
belong in the area of federal provision. 

Mr. Becker responded that without 
exception government programs are less 
expensive. Also this is not a matter 
of government vs. another type of plan. 
The objective is to provide disability 
coverage for all the people. 

Mr. Walsh said federal government 
forced the states to go along with the 
unemployment compensation act, but 
there is this difference: Unemployment 
started from a vacuum whereas dis- 
ability protection started when there 
were millions already covered by some 
form of private disability insurance. 
Under the compulsory form of benefits, 
he said, the minimum becomes the maxi- 
mum. In private plans, benefits vary. 
Many employes get more than the min- 
imum. He said he thought union labor 
would welcome that kind of opportunity. 


Supplemental Benefits Impractical 


As for supplemental benefits, Mr. 
Walsh said, if the base is $22 a week 
and the union wants to increase it to 
$30, the $8 additional must be privately 
insured. The cost for the $8 would be 
prohibitive. The net result would be 
that the minimum supplied by the gov- 
ernment would become the maximum. 
In talking about administrative costs in 
government operation, Mr. Walsh won- 
dered if franking, rental of space, etc., 
are included. 

“Workmen’s compensation experience 
is a sad thing,” Mr. Becker said. “It is 
a patchwork of benefits and administra- 
tion. The cost of overhead, state by 
state, is one of the scandals of the past 
decade in the insurance business.” 

In 1948 automobile industry workers 
had in temporary disability benefits less 
than enough to buy food for one week, 
he said. They could get more in the 
county relief office. A year ago the 
average auto workers had less than half 
his hospital costs supplied by private 
insurance, through employer or other- 
wise. 


Pick Up “Bad Features” 


State disability plans have tended to 
pick up the bad features of workmen’s 
compensation and unemployment insur- 
ance, particularly as to disqualification, 
he said. Many states do not have the 
payroll volume that will give them the 
taxable resources to afford disability 
programs. New York, New Jersey and 
California—yes; many others no. The 
reason insurance companies want a state 
by state program is that they can better 
control those programs by lobbying at 
the state level, he said. Also, it is essen- 
tial to a well rounded disability pro- 
gram that the non-occupational disabil- 
ity benefits be tied in with medical care 
on a community basis and with com- 
munity rehabilitation programs. The in- 
surance companies cannot do this, only 
the government can. 

Mr. Williamson reiterated his point 
that it is tough to deal with disability at 
the national level, far from the recipient 
and local conditions, There grows up a 
tremendous intention to get all that it 
is possible to get. He worked some 
years for the government. He said that 

(CONTINUED ON PAGE 15) 


Federal Specter 


Raised in 
Rhode Island Row 


Acrimonious Collision 
Between States Occurs in 
Convention Examination 


On call of Commissioner Bisson or 
Rhode Island, commissioners and exam- 
iners of the nine states participating in 
the convention examination of Rhode 
Island Ins. Co., plus other interested 
state department personnel, gathered at 
the state capitol at Providence Wednes- 
day morning for a go-around on the 
tangled and acrimonious situation in- 
volving Rhode Island Ins. Co. 

On Tuesday there was a gathering of 
commissioners and departmental people 
at Boston on the same subject. 


Bisson Statement Issued 


This is developing into a cause cel- 
ebré. It is producing a collision between 
some of the states and a threat by 
Attorney General Powers of Rhode Is- 
land to instigate a “full federal investi- 
gation” of state supervision of insurance 
unless the examiners of all nine states 
sign the convention examination report 
of Rhode Island Ins. Co. So far only 
Rhode Island and Florida have signed 
the report. 

Earlier Mr. Bisson had issued a state- 
ment giving Rhode Island Ins. Co. a 
clean bill of health and then saying 
that if, in the final analysis, the most 
extreme adjustments were made in the 
report, the company would be comfort+ 
ably situated as to surplus. 


“Dilatory Tactics” Charged 


Mr. Powers, in his letter, expressed 
the hope that the failure of the remain- 
ing examiners to sign the Teport is due 
solely to their desire to give their own 
commissioners an opportunity to study 
it or “some other reason” and not to 
the “same type of unnecessary dilatory 
tactics as have marked every phase of 
the convention audit.” 

Following Mr. Bisson’s statement on 
the condition of Rhode Island Ins. Co., 
Forbes of Michigan, as president of 
National Assn. of Insurance Commis- 
sioners, wrote a letter to all of the state 
officials declaring that the report of the 
seven examiners who did not sign and 
which is now in the pre-draft stage 
“shows that the capital of Rhode Island 
is impaired.” 


Threat to State Control 


Mr. Forbes declared that the Powers 
letter “contains a definite threat to state 
supervision of insurance.” Mr. Forbes 
said the examination of Rhode Island 
was completed about Dec. 16. The ex- 
aminers from “Washington, Wyoming, 
New Mexico, Georgia, Indiana, Michi- 
gan and Pennsylvania refused to sign 
the report as drafted. He said he re- 
gretted the publicity that has arisen but 
when Mr. Bisson issued a public state- 
ment to the effect that the examination 
had been completed and that Rhode 
Island had been found to be solvent, he 
said he had no other alternative’ except 
to challenge his statement. He said he 
regretted that the commissioners who 
had examiners participating were not 
afforded an opportunity to meet and 
discuss conflicting reports before any 
public statements were made. Mr. 

(CONTINUED ON PAGE 15) 
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Examine Indices Revealed 


by Statistics in A.&H. Field 


NEW YORK—More exposure infor- 
mation is needed in the field of Blue 
Cross and Blue Shield, Mark Kormes, 
consulting actuary, New York, said at 
the joint session here of the American 
Statistical Assn. and American Assn, of 
University Teachers of Insurance. He 
hopes the argument will not prevail that 
because this is social insurance the ex- 
pense should not be undertaken. The 
cost of gathering such information is 
small over the years and is well worth 
the money. 

Raymond Killion, Metropolitan Life, 
presided. William R. Williamson, con- 
sultant, Washington, reviewed Mr. 
Kormes’ paper, and Gordon Streeter, 
Aetna Life, discussed A. & H. statistics. 


Why Hospital Charges Vary 


Mr. Kormes presented some results of 
statistical procedures in Blue Cross and 
Blue Shield operations. As to Blue 
Cross, he said, there is a moral obliga- 
tion to get hospital service as reasonably 
as possible. Yet hospital charges may be 
out of line because of inefficient opera- 
tion, loadings for charity patients, and, 
in the case of private hospitals, undue 
profits. In certain communities Blue 
Cross has been able to get charges based 
on cost studies made by the hospitals. 

Short stay surgical cases make high 
per day charges, long stay medical cases 
produce low per day charges, he pointed 
out. There is now considerable effort, 
and he hopes that it will succeed, to 
determine costs scientifically. He said 
experience shows that subscribers with 
wider coverage are apt to use it. There 
is need of a duration table; that is, the 
elements that influence duration should 
be determined. Special studies have 
been made —analyses by diagnoses, by 
group experience according to size and 
percentage of participation, and by kind 
of service. 


Adversities May Not Be Permanent 


Mr. Williamson called attention to 
Mr. Kormes’ suggestion of need in Blue 
Cross for protection against adverse 
selection. It is necessary to know how 
permanent the adverse selection is, Mr. 
Williamson said. If the whole lifetime 
is taken, the adversities probably wash 
themselves out. Also, if lifetime cover- 
age is being considered early good expe- 
rience may be misleading in view of the 
long range results. 

Mr. Kormes referred to vital cost 
factors as including age, sex and marital 
status. Mr. Williamson’s comment was 
that employment is also very important. 
Group experience shows that employ- 
ment itself is a selective factor favorable 
to insurers. 


Need More on Frequency Distribution 


Mr. Williamson wondered if the lags 
in reports from hospitals and doctors 
wouldn’t be speeded up if the federal 
government didn’t require withholding 
and reporting of income taxes. The 
problem of frequency distribution needs 
wider exploration, he believes. 

One recent study shows that there is 
no extra cost where there are greater 
benefits, contrary to Mr. Kormes’ state- 
ment that with greater benefits there is 
greater utilization of them, Mr. William- 
son said. If there are greater benefits, 
there may be earlier utilization of both 
basic and ancillary benefits, which would 
tend to reduce the long range utilization 
of the coverage. 

Mr. Williamson said that he has 
always been horrified at the use of index 
numbers such as life expectancy, cost 
of living, etc. These indices are pro- 
duced under one set of conditions and 
then applied to another set with the con- 
siderables differences. 

A company the size of Aetna Life, 
writing personal A. & H. lines and not 
group, would have to be practical in the 
statistics it collects, Mr. Streeter stated. 


Yes 





As a matter of fact, mass statistics are 
not collected in the personal A. & H. 
field. 

The actuary’s prime objective is to 
develop a reasonable level of rates. In 
doing this, he said, the company does 
keep experience as to sexes apart where 
possible because otherwise there can be 
serious results. Age is an important 
factor in determining premium. As a 
person grows older he is more suscepti- 
ble to illness and accident, and Aetna 
Life beyond 59 charges more premium. 
Yet Aetna has a mass of data on stu- 
dents which shows a high accident fre- 
quency. This drops when they reach 
marriageable age. Occupation is also 
important and premiums vary accord- 
ingly. 

Yet a factor that leads to wonder at 
the reliability of all such figures is gen- 
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eral economic change such as occurred 
in 1930-32 when conditions were not 
favorable and experience was unpala- 
table. 

Not Rate Regulated 


Equities in Insurance, 
Pension Reserves Rise 
$11/, Billion in 3rd Quarter 





The actuary has to keep in mind that 
the company has to keep in the black, 
he said. One limitation on the actuary 
in the A. & H. field is that A. & H. is 
not subject to rate regulation. Each 
company determines its own rates. Be- 
fore the Southeastern Underwriters 
Assn, case it was possible to collect in- 
formation in several companies and pool 
the results to arrive at rate indications. 
Now standard rates are illegal. The 
broadening of a coverage or a reduction 
in a rate by one company can be discon- 
certing. 

Aetna Life’s punch card gives account- 
ing information and there has been 
added to the card enough space to in- 

(CONTINUED ON PAGE 16) 
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OUR NORTH STAR 


WASHINGTON—Individuals’ equity 
in insurance and pension reserves in- 
creased $1.5 billion during the third 
quarter of 1949, the securities and ex- 
change commission has reported. 

It further reports that institutions, 
mainly insurance companies, made net 
purchases of $900 million of corporate 
bonds, absorbing all of the $400 million 
of net new bond issues during the third 
quarter of the year. 

Institutions increased their holdings 
of government securities by about $4.2 
billion and of state and local govern- 
ment securities by about $600 million, 
the report says. 

Additions to insurance and pension re- 





of our nation. 








Until modern navigation equipment became a reality, seamen 


depended for directions and guidance upon the North Star. 


Although tossed upon the waves in the middle of the ocean, 
the mariner was able to sight on the North Star, find his 


bearings and directions and guide his vessel safely into port. 


Just as the North Star’s permanence in the heavens furnishes 
direction and guidance to the traveller, so does the stability 
and permanence of the life insurance industry of America 


furnish strength and security and protection to the economy 


Insurance in force — Dec. 1, 1949 — $432,349,332 
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Management Assn. to 
Discuss Pensions at S. F. 


At the American Management Assn. 
management conference in San Fran- 
cisco Jan. 18-20 there will be a session 
on pensions and the changing concept 
of security led by Almon E. Roth, San 
Francisco attorney. Alexander Heron, 
Crown Zellerbach vice-president, and 
Cyrus Ching, federal mediation chief, 
will discuss the emergence of security 
as a prime problem of management. 
Lee Laird, manager benefits division 
personal department Standard Oil of 
California, will talk on the practical) 
aspects of inaugurating a pension pro- 
gram. William Wallace, executive direc- 
tor of the savings and profit-sharing 
pension fund of Sears, Roebuck & Co. 
employes, will describe how his com- 
pany’s plan works. Eugene Dougherty, 
Anheuser-Busch, will discuss the insur- 
ance problems of management. 





Cough Held Accident 


The federal court of appeals in Wilson 
vs. New York Life, has ruled that a 
blood clot which broke loose and 
caused the insured’s death following a 
spell of violent coughing was not the re- 
sult of an operation he had just under- 
gone and that since the violent coughing 
was the proximate cause, double indem- 
nity was payable. The attending physi- 
cians contended that the clot existed in 
the insured’s body as a result of an 
operation performed four years earlier, 
and was not due to the more recent 
operation. The court also pointed out 
that while the insurer was given the 
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N.A.I.C. Chicago Post 


James M. McCormack, former Ten- 
nessee commissioner and former presi- 
dent of National Assn. of Insurance 
Commissioners, who is now doing exam- 
ination work for the Mississippi depart- 
ment, is being prominently mentioned as 
a possibility for selection as assistant 
secretary of N.A.I.C. at the new head- 
quarters office at Chicago. He has sev- 
eral strong boosters and it is under- 


stood he is being given serious consid- 


eration. 
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ll front WASHINGTON —The Council of 
ChicagopCOnomic Advisers, in its annual report 
connect”, the President, has come out against 
presenfivately negotiated pension plans, stat- 
homes that “mere slogans would lead busi- 
ng. Comfess_men to believe that privately ne- 
1e buildgotiated pension systems are preferable 
April the expansion of federal old-age se- 
able thef!rity because the former is ‘free enter- 
housel"ise’ and the latter involves ‘govern- 
nent.’ ”’ 

s in one| Lhe report goes on to say: “Many 
-aham/usiness men are questioning whether 
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—_|eristic of dynamic free enterprise, will 
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A. B. Richardson, 


Life of Georgia, 


thairman of the Southern Round Table 
f Life Advertisers Assn. announces that 
the 1950 meeting of the Round Table 








ell April 30-May 2. 
The arrangements committee, headed 
by William Sexton, Great Southern, 
tges that everyone plan to arrive by 
moon on Sunday. Following registra- 
ion, the entire group will leave the 
Shamrock at 3 p.m. by chartered bus 
to the ship channel turning basin where 
the party will board the Houston Port 
Authority yacht, the “Sam Houston,” 

jor a trip down the San Jacinto river. 
eeeer will be served at the San Jacinto 


of Southland Life, who is vice-chairman 
of the S.R.T., announces that A. R. 
Southern Methodist Univer- 
sity, will give the keynote address on 
or ‘How the Advertising Man Can Assist 
sy Per ithe New Life Underwriter.” Additional 
ttails of the program for Monday and 
uesday will be announced later. 





our Prudential Group Changes 


Prudential has made four changes in 

ts group field offices. 
r Tet-| John F. Musser, Indianapolis district 
" presi Kiles manager, has been named in charge 
surance bj the Cleveland group office. David T. 
y exam Beattie has been appointed to succeed 
depart- Mr. Musser at Indianapolis. Loyd S. 
oned aS [Wise has moved from Hartford to Buf- 
ssistant fhlo as associate district sales manager 
y head- Here, and the Hartford group office has 


as S€V- heen discontinued. L. Paul Ginter has 
undef hointed the Cleveland ordinary agency 
consi@- fs assistant manager after service in 


he group office there. 


VIIM 








Agents in charge of program and arrangements for the annual eastern regional meet- 
ing of Northwestern Mutual Life in New York City: - Front row: E. Morris Abernathy, 
Norfolk; Fred N. Tornow, Buffalo; A. J. Johannsen, New York, chairman; V. A. 
Miletti, Newark; O. G. Boynton, Providence, and E. R. Gettings, Albany, program 
committee; back row: J. Vincent Talbot, Newark; Walter Davidson and Harry Krueger, 
New York City, co-chairmen; Harold W. Gardiner, home office educational director and 
liaison officer on the committee; Willis F. McMartin and J. Robert Guy, New York 
City, the metropolitan general agents in charge of arrangements. 








FTC Now Makes Own 
Insurance Investigations 


WASHINGTON — Insurance repre- 
sentatives say the federal trade commis- 
sion has changed its policy in handling 
complaints referring to insurance mat- 
ters. Instead of referring such com- 
plainants to their state insurance com- 
missioners, as it did for years, FTC now 
is itself investigating insurance com- 
plaints, witness the State Farm Mutual 
case. It is also reported to be investi- 
gating a well known mid-western health 


‘and accident company. 


FTC officials say that before enact- 
ment of public law 15, reference to state 
commissioners was the only way the 
commission could act. Since then, it 
apparently feels free to initiate action. 
Some complaints it has tried to handle 


through correspondence with companies 


concerned. In certain instances it in- 
vestigates. 
Insurance representatives say FTC 


has jurisdiction only where states do not 
regulate. But this “regulation” appears 
to be construed by the commission as 
meaning “adequate” regulation. If regu- 
lation is not “adequate,” in FTC opinion, 
owing to insufficient funds or personnel 
in state departments, or other causes, 
then the commission will take a hand, 
it is indicated. 


Aetna Life Ups Pay 


The Aetna Life companies have voted 
extra pay to 8,600 employes ranging 
from 3% of annual earnings for those 
with 10 years or more service up to a 
maximum of $500 a year for any one 
person, 














ever pray, &c.” 


closed, he has faded out.. 


formality or politeness. 


by mail. 








The Fadeout 


In the legal form called a Petition in Equity the 
lawyer appeals to the Court or Chancellor to take cer- 
tain action, describing at length the reasons. 
has been used for centuries and the petition closes with 
what is called the prayer: 
Just what the 
exactly means no one seems to know. 


The life underwriter in the field, if he is not careful, 
may end up his sales talk with the equivalent of the 
etcetera in the prayer to a lawyer’s Petition in Equity. 
He figures that everything important has been said, he 
has made the sale, and he may now safely make a per- 
functory close — an unfortunate mistake, for he has not 


The close of a sales talk must be more than a mere 
It can clinch or lose the sale. 
Exactly what to say in the close is something to which 
the underwriter must give real thought. 
close properly he might just as well use the word 
“etcetera” and then walk out with the mistaken assump- 
tion that the application and check will be sent to him 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPRIA 


The form 


“And your petitioner will 
“etcetera” at the end 


If he does not 














Greener Fields 
Draw Many Group 
Men, Create Shortage 


Times Put Premium 
on Veterans While 
Company Staffs Atrophy 


One of the few insurance occupations 
which is still dangerously short of ex- 
perienced men is that of the company 
group insurance representatives whose 
ranks instead of swelling since the war 
have seemed to atrophy in many in- 
stances. The outlook for adding more 
of this personnel in the future is not 
bright, despite the fact that group in- 
surance and the allied pension field is, 
in the face of compulsory . disability 
solicitation and other union retirement 
pressures, increasing the demand for 
group men. 

There is no single cause for the situa- 
tion, which is just as complex as group 
insurance has come to be. One of the 
underlying factors is that group insur- 
ance representatives in general feel that 
they are underpaid. There has been no 
agency to investigate the matter of 
compensation for these men to prove 
the validity of this stand, but it has not 
been difficult to seduce such men away 
from their companies to other insur- 
ance companies or to jobs outside of 
the insurance business. 

One has only to follow the pages of 
the trade journals to note how rapid 
the turnover is in jobs involving group 
representatives, supervisors, regional 
managers, etc. It is not alone the lure 
of other life companies offering higher 
positions and higher salaries that causes 
him to change his job. At this time, 
there are many jobs for which a man 
trained in employe benefit coverages is 
ideally suited. 

For example, there have been set up 
a number of walfare plans industry- 
wide, sponsored by the labor unions 
and self-administered. The first job of 
the trustees of such plans is to hire 
competent personnel to administer 
them. No man can better fill such a 
post then the fellow, with extensive 
group insurance experience as a com- 
pany man. Several group men have 
taken these jobs at substantially higher 
salaries than they ever made in the in- 
surance business. Many more will prob- 
ably take them, because an era of in- 
crease in these plans is obviously under 
way. 


Many Become Personal Producers 


There have been many group men in 
the last few years who have joined the 
ranks of personal producers. The group 
man sees bountiful commissions going 
to the producers with whom he works 
and thinks to himself, “How much more 
I know about these coverages and their 
sale than this agent or broker, so why 
don’t I get in on the commission?” 
Whereupon he becomes a_ salesman, 
often specializing in employe benefit 
coverage and, chances are, becomes a 
very successful producer. Many of the 
leading employe benefit salesmen today 
started as company group insurance rep- 
resentatives. 

Many large industries which have 
adopted employe benefit plans have a 
crying need for some men who know 
the niceties of such coverage. A num- 
ber of former company group insvrance 
men have joined the insurance depart- 
ments of large industrial or mercantile 
corporations to handle personnel insur- 
ance. 

Numerous industrial firms have made 

(CONTINUED ON PAGE 16) 
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Jan. 16 Tentative 
Date for Start 
of SS Hearings 


WASHINGTON — Jan. 16, tenta- 
tively set for public hearings to begin 
on the House social security bill, was 
expected to be confirmed by the Senate 
finance committee meeting Jan. 6. 

Chairman George expects congres- 
sional action to be completed on the 


measure this session but would not 
forecast amendments. The bill ts on 
the congressional majority’s “must” pro- 


gram. 

The U. S. Chamber of Commerce sub- 
committees on social security have de- 
cided no change is needed in the cham- 
ber’s declaration of policy on that sub- 
ject so the scheduled meeting of its 
social security committee scheduled for 
Jan. 12 has been cancelled. The cham- 
ber has recommended wider OASI cov- 
erage and increased benefits. 





James P. Anderson, Robert W. Brown 
and. George J. Dykes have been pro- 
moted to mortgage loan appraisers in 
Prudential’s northern California mort- 
gage loan office at San Francisco. 


Hal Nutt Heads 
Purdue Course 


Hal L. Nutt, production manager of 
the John O. Todd agency of North- 
western Mutual in 
Chicago, has been 
appointed director 
of the Purdue 
course, effective the 
latter part of 
March. Mr. Nutt 
was associate di- 
rector of the course 
at the time of its 
founding in 1945 
and has had exten- 
sive selling and 
training experience 
in life insurance. 

Since joining the 
Todd agency in 
1946, Mr. Nutt has assisted in the induc- 
tion and training of 13 new agents, 11 
of whom are still in the business and 
averaged over $370,000 of personal pro- 
duction in 1949. He is a director of the 
Chicago Life Underwriters Assn. and 
is chairman of its education committee. 
He is an instructor in the Life Under- 
writer Training Council course in Chi- 
cago. 





Hal L. Nutt 
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Here Are The Advantages Of Our New Expansion 
Program Which Will Interest You 


{4 Complete Protection Broadens the Field of 


Activity 


e LIFE—ACCIDENT— SICKNESS 
© HOSPITALIZATION — POLIO 


j4 Our New Finance Plan for New Men Adequat- 
ely Meets Today’s Needs for Agency Building. 


{4 In Our 19-State Area, We Have Territory 
Available for 10 Additional General Agencies. 


{4 Our Program Would 
for You. 


OUR BUILDERS OF MEN PLAN GETS THE JOB DONE 


GUARANTEE MUTUAL 


LIFE COMPANY 
Omaha, Nebraska 


Since 190] 








Assure A Better Future 





Following graduation from Baylor 
University, Mr. Nutt worked in various 
departments of Southwestern Life, in- 
cluding the sales training program, and 
was an agent in Dallas. He joined the 
Nationa! Underwriter Co. in 1941 as as- 
sociate editor of the Diamond Life Bul- 
letins. 


Todd Holds Open House 
in Modernized Quarters; 
Morley Named Agency Asst. 


More than 200 guests attended an 
open house gathering of the John O. 
Todd general agency of Northwestern 
Mutual at Chicago to inspect its newly 


Te 





John O. Todd F. W. Morley, Jr. 


completed quarters. The agency, which 
has undergone a program of expansion 
and modernization, has incorporated in 
its new set-up a number of innovations 
in agency planning and development. 
The improvement program brings up to 
schedule a five-year plan originated 
by Mr. Todd in 1945 for aligning in- 


ternal agency efficiency with increased: 


field operations. 

Under a new organizational set-up, 
Francis W. Morley, Jr., has been ap- 
pointed agency assistant. Besides as- 
suming managerial functions, Mr. Mor- 
ley will take over a portion of the field 
training activities handled by Hal L. 
Nutt, production manager, who will 
leave the agency the latter part of March 
to become director of the Purdue course. 
Mr. Morley, a graduate of the Univer- 
sity of Michigan, has been with the 
agency four years and has maintained 
a $500,000 production average the last 
three. He took the Purdue course and 
qualified for numerous company awards. 

The agency closed the year with more 
than $6,000,000 production and improved 
its position from 27th’ place among the 
company’s 88 agencies in 1948 to among 
the top 16 agencies. Starting from 
scratch six years ago, the agency now 
has 24 full-time producers with an aver- 
age production exceeding $250,000. 





May Delay Life Company 
Income Tax Revision 


WASHINGTON—Life company tax- 
ation legislation may be delayed in view 
of tentative plans being discussed for 
general tax revision. Meanwhile, early 
meetings, perhaps late this week, were 
planned of the House ways and means 
committee and the Lynch subcommittee 
on life company taxation. 

Administration leaders, opposing 
“pop-gun” tax bills, favored ways and 
means committee early consideration of 
revenue problems as a whole, including 
general tax revision, excise tax reduc- 


tion and possible imposition of addition 
levies to make up for loss from suc 
reduction. 

Senator George, finance committ 
chairman, said if general tax revisio: 
legislation is passed by the House b 
fore April, the Senate could probably 
complete action on it this session. 


Metropolitan Sets 
Up Division to 
Handle Small Loan 


NEW YORK—To handle loans t 
small business concerns Metropolita 
Life is organizing a separate division o 
investment operations. 

The wide newspaper coverage of th 
recent hearing at which Metropolita 
agreed to share loans with banks ha 
resulted in a great many inquiries be 
ing received from both banks and pros 
pective borrowers sooner than it ha 
been possible for the company to set u 
an organization to handle this type o 
loan and to advise the banks with re 
gard to the details of the plan. 

It is the Metropolitan’s intention t 
make a thorough exploration of thi 
field and endeavor to find out throug 
practical experience whether or n 
there is a demand for new loans t 
small business which are of a charac 
ter appropriate for investment of lif 
insurance funds. To the extent that i 
finds such a need to exist, Metropolitai 
intends to try to meet it. Loans whic 
are now being made by the banks eithe 
in full or through participations wit 
other banking institutions are not bein 
sought under the Metropolitan’s plan. 

Third Vice-president Eugene Al 
Schmidt, Jr., will ‘be in charge of thi 
new division. The company hopes tg 
have details of the plan available shortly 



























Ohio State’s Meeting Set 


Ohio State Life will Hold its annu 
agency convention Jan. 30-Feb. 1 a 
Columbus. Among the speakers will be 
Judd C. Benson, Cincinnati, presidenj 
of N.A.L.U., and Charles 7 Zimmer; 
man, associate managing director, Life 
Insurance Agency Management Assn 
Mr. Zimmerman will be the banque 
speaker. 


Miss. Department Moves 

The Mississippi insurance department, 
fire marshal unit and rating division are 
now established in handsome offices in 
the new state office building at Jackson. 
The workmen’s’ compensation depart- 
ment is still at the old location. 











New American H. & L. Offices | 


American Hospital & Life has opened 
an office at El Paso in charge of Robert 
Gowens, formerly with Great American 
Reserve, and one at Nashville with 
Claude E. Vickers, formerly assistant 
manager of Atlantic Life, in charge. 





















Henry T. Wilson, who has served if 
the field and home office for Pruden 
tial, has been appointed head of th 
Framingham, Mass., district office t 
succeed Arthur R. Clifton, transferre 
to Portland, Me. 












Pictured here- 
with are three new 
Home Life of New 
York appointees: 
W. E. Hoose, as- 
sistant superintend- 
ent of mortgages; 
Donald R. Morgan- 
son, assistant coun- 
sel, and James M. 
Schenkel, assistant 
actuary. Their ap- 
pointments were re- 
ported in THE 
NATIONAL UNDER- 


WRITER of Dec. 23. Ww. E. Hoose 

















J. M. Schenkel 


D. R. Morganson 
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T LAST! 


BRINGING YOU the first completely documented History of 
Life Insurance ever published. 


DESCRIBING FOR YOU the stirring story of the men who fought 
and strove and sacrificed to achieve for their fellow humans 
the undying miracle that is Life Insurance. 


FOR THE FIRST TIME YOU ARE ABLE TO VISUALIZE THE 
VAST, GRAND PANORAMA OF THE PROFESSION 
OF LIFE INSURANCE IN THE 


“HISTORY OF LIFE INSURANCE 


IN ITS 


FORMATIVE YEARS” 


In Life Insurance, as in any other 
business, or profession, the rewards 
go to the man who knows the whys 
and wherefores of the sales talk he 
is making. The wise agent interlards 
his canvass with anecdote to secure 
and hold the attention of his pros- 
pect straight on the dotted line. The 
“History of Life Insurance in Its 
Formative Years” gives him an al- 
most inexhaustible fund of fact and 
anecdote about Life Insurance ori- 
gins, All the great libraries of the 
world have been visited to secure 
facts and pictures for this volume. 
It is a cyclopedia of 844 large pages, 
filled with practical, field-tested 
ideas for the agent, because “human 
nature never changes,” and the suc- 
cessful agent today is cut on the 
same pattern as his predecessors. 
“HOW -IT-WAS-DONE-SUCCESS- 
FULLY” is written not only in the 
Chapter on Agency origins and 
methods, but all over every page of 
the large volume. 


To those who are called upon oc- 
casionally to make speeches, the 
“History of Life Insurance in Its 
Formative Years” is a mine of inter- 
esting information facts and illus- 
trations for Life Insurance men who 
wish to grow. Within its covers is 
packed more history, more econom- 
ics, more strategies for overcoming 
the innate resistance of human na- 
ture than you would find in a gradu- 
ate and post-graduate course at the 
world’s best university. More than 
200 practical Life Insurance men 
have collaborated in the preparation 
of this epochal book. Five years were 
devoted to compiling and collating 
this fund of Life Insurance informa- 


tion. It is not a medley of isolated . 


facts picked at random from handy 
sources such as too many histories 
unfortunately are, but a carefully 
rationalized recital of some of the 
most thrilling happenings to be 
found nowhere else than in the stir- 
ring days of Life Insurance develop- 
ment, 
* * * 


Did you know that in the time of 
King Hammurabi, 1900 B. C., insur- 
ance forms were in use, and other 
business forms that startlingly par- 
allel the policies of the present day? 


Did you know that Romans used 
benefit certificates and paid benefits 
through Collegias that were admin- 


istered much as beneficiary societies 
are today? 


Could you tell anyone when a Life 
Insurance corporation received its 
first Government charter? 


Can you actually tell any layman 
interested in Life Insurance just 
how a policy originated — or even 
how the word policy originated ? 


Do you know how Bills of Mor- 
tality originated and how they af- 
fected the creation of the first Mor- 
tality Tables? 


What is the marked difference be- 
tween Friendly Societies of Great 
Britain and Europe and the com- 
panies in the United States that pay 
death benefits? 


Have you often wondered just how 
Life Insurance rose and spread in 
foreign countries, and who were the 
men who fostered it? 


When did Life Insurance in the 
United States pass through its 
Armageddon, and what were the 
factors that caused and corrected it 
—to make it the great social service 
it is today? 

* * * 


Read in “History of Life Insur- 
ance in Its Formative Years” how 
a British Astronomer Royal com- 
puted life expectations from a Cer- 
man mortality bill for a war-mad 
English king—and, unknown to him- 
self or his sovereign, laid the basis 
for Life Insurance. 


Read how this mis-directed early 
knowledge of insurance led to many 
comical abuses, including wagers as 
o the sex of the notorious Chevalier 

’Eon. 


Read how “graveyard insurance” 
was once a more thriving business 
in Pennsylvania than the coal and 
steel operations which have since 
made the State famous. 


Read how the stolid Dutch, with 
the best intentions in the world, 
blocked the development of Life In- 
surance corporations — though they 
were at the time the favored under- 
writers for all Europe and England. 


Read how a lone Yankee, Elizur 
Wright, single-handed stood off a 
whole legislative body whose an- 
cestors had made the Boston Tea 
Party, and made them drink an un- 
expectedly stiffer brew. 


The Gift That Will Increase Your Prestige in Your Town 
or City and Fill a Long-Felt Need 


Ask your local library, ask the librarian of your local agents’ or underwriters 


u 


association, for an adequate, fully documented history of Life Insurance—and observe 


the disappointed look upon their faces. There was no such book until the advent of 


“HISTORY OF LIFE INSURANCE IN ITS 
FORMATIVE YEARS" 


Have you a boy at college? Some 
bright lad who is in every sense of 
the word “a chip off the old block?” 
How much does he know, can he 
know, of Life Insurance, unless you 
can put an informative work in his 
hands. There is none such except 
“History of Life Insurance.” Depend 
upon it. We know. Our researchers 
sought everywhere through book- 
shelves in vain. Most of the pur- 
ported “histories” of Life Insurance 
are limited theses of special plead- 
ing, for or against one phase of op- 
eration. Not one, until the advent 
of our book, has attempted to tell 
the whole story, to give the lights 
and the shadows, the uses and the 
abuses, without fear or favor, but 
always with an abiding faith and 
appreciation of the immense social 
service that is Life Insurance. 


The insurance executive who wishes 
the whole broad picture of the serv- 
ice his company renders cannot 
afford to be without this book. 


The agent who feels a decent pride 
in his calling will secure added in- 
spiration and stimulation for his 


earning capacity from this “HIS- 
\ Pay 


The policyholder you wish to influ- 
ence to increase his Life Insurance, 
or the prospect you wish to interest, 
should have this book put into his 
hands if you want him to measure 
you by the yardstick your worth en- 
titles. Loan them this ”"HISTORY.” 
The life insurance executive who 
wishes to know sources from which 
its service has sprung will find this 
“HISTORY” a spur to optimism and 
more successful endeavor. 


The casual reader and student will 
find this “HISTORY” especially val- 
uable, for it will tell him things he 
has always wished to know about, 
and which have never been told him 
because they seemed too obvious. 
“HISTORY” will tell him. 


“HISTORY” is bound in dark, red 
buckram, gold stamped, handsome 
format, clear, legible pages. 

$5.00 Postpaid 


(Canadian or foreign postage 
extra) 


Clip this coupon and mail with remittance 


Poe ee we ee ee wee ee ee we ee ee ee ee ee ee ee ee ee ee ee ee eee ee ee ee ee ee ee ee ee ee ee ee 


American Insurance Digest & Insurance Monitor 
605 North Michigan Avenue, Chicago 11, Illinois 


Please send to address below .......... copies of "HISTORY OF LIFE INSURANCE IN ITS 
FORMATIVE YEARS" at $5.00 per copy postpaid (Canadian and foreign postage extra), for 


which we enclose our remittance. 


(Your money will be refunded in full without any question if you are not completely satisfied 
with this book, and will return it within a reasonable time.) 
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Lay Out the Future 


When the Policy 
Is Delivered 


Charles E. Butler, general agent of 
Fidelity Mutual at Chicago, addressing 
the convention of his company at Hot 
Springs, Va., stressed the importance 
at the time of delivering a policy of 
laying out for the new policyholder his 
future insurance objectives. These 
should be pointed out clearly and should 
not be set too low, Mr. Butler declared. 
This is a tremendous help in the next 
sale, he said. “If you have impressed 
upon him how important his next step 
is, you will find that many times he 


SALES IDEAS 


OF THE WEEK 





will let you know when he is ready to 
improve his program without your hav- 
ing to contact him.” 

Mr. Butler discussed the necessity of 
personal contact with the policyholder 
throughout the year. He said the agent 
should have his name before the policy- 
holder through advertising as much as 
possible. Salesmen should never fail to 
inform a policyholder about changes in 
the insurance field or tax matters that 
might concern him. The agent should 
let his policyholders know of the courses 
he is taking to be a better counselor. 
The agent should make it @ point to 
know something about the business of 











50 UNO Operation 
PROGRESSIVE 


With its adaption of the famous field- 
tested plan developed by the Life 
Insurance Agency Management Asso- 
ciation, the Life & Casualty Company 
not only provides security for your 
prospects, but also security for you. 
You have a complete program 
ready for your clientele. 
insurance that can be 
programmed to pro- 
tect a whole family. 
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each policyholder, so that he can talk 
intelligently. 


Discuss Buy-Sell 
Pacts at Forum 


Experts Present Views 
on Business Purchase 
Plans at Huber Seminar 


NEW YORK—The intricacies of buy 
and sell agreements and methods of 
solving business 
purchase situations 
at death were the 
topics of the 1949 
estate planners’ 
forum of the Solo- 
mon Huber agency 
of Mutual Benefit 
Life. A  56-point 
check list for buy 
and sell situations 
devised by Mr. Hu- 
ber, who ‘acted as 
moderator, was dis- 
cussed by six au- 
thorities in the 
legal and tax fields. 
They included Theodore Ness, Milton 
Young, Albert Hirst, and Bernard Speis- 
man, New York attorneys, and William 





Solomon Huber 


J. Casey, tax publication editor, and 
Stewart A. Monroe, associate general 
agent. 


More than 300 attended. 

The advantages of life insurance sup- 
port for the buy and sell agreement to 
the survivor were listed by Mr. Huber. 

Mr. Monroe recommended that unless 
there is some specific need for each in- 
sured to own a policy on his own life 
the agreement as well as the policy 
should contemplate cross-ownership. If 
one of the partners buys on his own life 
the agreement might provide, in addi- 
tion to the value of the business interest, 
that the estate or family of the deceased 
shall receive some payment to compen- 
sate for the premiums paid by the de- 
ceased. 


Seek Uniformity in Options 


Otherwise, the survivor or survivors 
stand in a favored position. In some 
cases this may be desirable, he said, and 
if so no provision need be made. Uni- 
formity should be followed in the use 
of the options for the application of divi- 
dends on policies allocated ot the agree- 
ment. 

He discussed the problems involved 
in irrevocably designating the benefi- 
ciary from the standpoint of control of 
the policy and taxation. Where it is 
desirable for the wife of ithe firm mem- 


— 


ment option rather than a lump sum, 
he suggested using the services of a 
trustee, individual or corporate. Where 
there are more than two participants he L.U.T.. 
suggested that they have separate poli} Agen 
cies in most instances. He suggested! cation 

that A own a policy on the life of B)some i: 
and B own a separate policy on the life ment fc 
of C, and outlined the advantages of tion is 

such an arrangement. : The 


( 


=| 
ber to receive income under an san 
EEE 


Mr. Monroe noted that if the policies jn atten 
contain a disability waiver benefit and part A 
cross-ownership is employed the result/below s 
is to exonerate the healthy participant years. ‘ 
from premium payments on the life offas sig 
the disabled participant, with the latter with th 
still required to pay premiums on th rollmen 
policy he owns. If desirable some pro- to confi 
vision should be made for the equaliza-|too gre: 
tion of premium payments or some other} Part 
desired arrangement. If criss-cross own} A 
ership is used, a provision should be 
included enabling an insured to secure 
ownership of the policy on his life in 
the event of dissolution of the firm, 
termination of agreement, his retire 
ment, or death of the owner. The agree 
ment perhaps could include a 30- 0 
60-day period for allowing the insure 
to do this. It is important because th 
party may be uninsurable when he withi 
draws and, in any event, he will b 
older and the premiums higher. 

Mr. Ness discussed the consideration 
that must be paid for the business infec 
terest and discussed the problem o 
fraudulent conveyances in coOnnectionfi 
with the moves of personal creditors 0 
the decedent against the agreement. 0 
said in the case of the death of bothC.L.U. | 
parties within a relatively short periodindicate 
of itime such as 30 or 60 days or beforgC.L.U. 1 
the date of the first payment, the agreejspread tl 
ment should provide for termination andC.L.U. 
with it the mutual obligations of thewho tool 
parties. If there are mofe than two par4part A o! 
ties, provide for termination of thes an ind 
agreement except as to the decedentsfterial tat 
In case double indemnity increases thdachieved 
proceeds, Mr. Ness suggested that it baby its pe 
arranged for the excess to go eithespanding. 
to the survivors or to the estate of th 
insured. On lapses, surrenders or inAre Ole 
the insurance falls below 
amount agreed upon, a flexible provi 
sion should be included to give th 
person prejudiced the option of termi 
nating the agreement. d 

There is potentially a glittering tay4% Uncue 
benefit where the corporation is consid omg 
ered as the purchaser under a buy andi" olde 
sell agreement as against such pur 
chases by stockholders but there is als 
some tax risk involved, Mr. Speisma 
said. He discussed the risks but hi 
conclusion was that they are wort 
taking. 

thes 


New Ill. Assn. Bulletin Mehtly in 


The Illinois State Assn. of Lif¢production 
Underwriters has gotten out the maidetlample, 5 
issue of a new letter press printed bullejwere olde 
tin known as the “Illinois Life Underjagents, bu 
writer.” The editor of the publication i§the busine 
Ferrel M. Bean, general agent for Johithe amoun 
Hancock, Chicago. agents we! 
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IT PAYS TO HAVE INCOME PROTECTION. 
- MUTUAL OF OMAHA HAS ALREADY 

PAID ME OVER $ 5,600.00 IN 
BENEFITS — 











More than $250,000,000.00 paid |, 
in benefits 


More than 2,100,000 Policyholders 
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LORENZO D. THOMPSON, GENERAL INSURANCE 
| AGENT OF JEFFERSON CITY, MISSOURI, WAS 
4 SERIOUSLY INJURED IN A BUS-AUTO COLLISION. 


THE WORLD’S LARGE 


m’SS since { 








~ 


) ACCIDENT COMPA 














T EXCLUSIVE HEALTH A 


have ar 
Ws, and 





XUM 


y 6, 1964] January 6, 1950 


LIFE INSURANCE EDITION 


7 





= 








“est OBSERVATIONS 


Where 1.U.T.C. Augments C.L.U. 


ipants he 
rate poli} Agency officials connected with edu- 
suggested cation and training are waiting with 
ife of B, some interest figures on C.L.U. enroll- 
n the lifement for 1949-50. Usually this informa- 
itages Of tion is available in March. 

The interest is caused by the drop-off 
e potcieg in attendance in 1948-49, particularly for 
nefit and part A of the C.L.U. course. The table 
he resulttbelow shows a comparison for the two 
articipant| years. The drop is generally considered 
1e life offas significant only in comparison 
the latter, with the post-war period of peak en- 
s on the rollment. The new figures are expected 
ome pro-)to confirm that view but if the drop is 
equaliza-/too great there may be further inquiry. 






















yme other} Part 1947-48 1948-49 
‘oss own} A 2,411 1,594 
hould be B 883 769 
to secured C 1,140 1,118 
is life in) D 586 700 
the firm) E 26 37 
is retire 

he agree} Totals 5,046 4,218 
a 30- o 

e insured The slump in C.L.U. enrollment con- 
cause th@trasted with the doubling of enrollment 
/he with}in Life Underwriter Training Council 


classes for this year to 3,300 enroll- 
ments compared to 1,700 in 1948, origi- 
nally caused some concern as to the 
competition of the two courses. It is 
stressed, however, that L.U.T.C. train- 
ing is intermediate preparation for 
C.L.U. work and as a refresher in sales 
methods providing a foundation for 
. of bothtC.L.U. training. The figures do not 
rt periodindicate a falling off of interest in 
or befor¢C.L.U. nor do educators want the idea 
he agreejspread that L.U.T.C. is competition for 
ation angC.L.U. In one city 17 of 18 students 
is of thewho took the L.U.T.C. course flunked 
two pargpart A of the C.L.U. examination, which 
1 of theis an indicator of the difference in ma- 
terial taught. Also the great increase 
Jachieved by L.U.T.C. is accounted for 
by its post-war origin. It is still ex- 
panding. 


itAre Older Agents Neglected? 


‘| Bert A. Hedges, manager of Busi- 
ness Men’s Assurance at Wichita, and 
‘Hong a leader in agency management ac- 
tivity is convinced that managers spend 
an undue amount of time recruiting and 
training new agents and thereby neglect 
their older agents who might be helped 
into larger production. Mr. Hedges 
had a survey made of his own agency 
and of five agencies in Peoria. This 
‘Isurvey established that in at least three 
of the agencies, more than half of the 
agents were men of five years’ experi- 
ence or better, but that the production 
from these agents amounted to only 
slightly in excess of 50% of the agency 
of Lifgproduction. In his own agency, for ex- 
1e maidetlample, 50.2% of the men by numbers 
ited bullejwere older and presumably established 
fe Underjagents, but they produced only 55.2% of 
lication i§the business or only slightly more than 
for Johithe amount per man that the younger 
agents were selling. 
This does not seem a healthy condi- 















Mtion to Mr. Hedges. His investigations 
Mad him to believe that an undue 
gamount of expense is run up in training 
Pyand attracting new recruits, while very 
PHlitle is spent on helping the older men 
Pyvho are bringing in, or should be bring- 
Peng in the greatest amount of money. 
i Consequently, in the Hedges agency, 

Mr. Hedges and his supervisors are now 
Patevoting a far greater amount of time 


that way.” Mr. Sutton has received 
many letters from people in different 
parts of the country. The writers seem 
to think that the picture will be quite 
an aid in recruiting and a stimulant to 
the agent who has been in the business 
a short time. 








Mann San Angelo Manager 


Paul F. Mann, with Western Reserve 
Life at Fredericksburg, Tex., since last 
August, has been appointed San Angelo, 
Tex., manager to succeed H. Grady 


Stovall, who resigned to devote all his 
time to personal production. Mr. Mann 
attended John Tarleton College and A. 
& M. College. He has been serving as 
district manager. 





Tax Lectures for Chicago C.L.U. 


K. Raymond Clark, Chicago attorney, 
will give a series of lectures covering 
taxes affecting employe benefit plans, 
partnerships, corporations, estate plan- 
ning and life insurance and personal in- 
come for the Chicago C.L.U. chapter 


beginning Jan. 10 and continuing Jan. 
11, 17 and 18. 


Benson Makes 5 Talks in Jan. 


President Judd C. Benson of National 
Assn. of Life Underwriters wili address 
a joint luncheon of the Portsmouth 
(O.), Chillicothe, Ashland, and Hunt- 
ington associations Jan. 6. He will ad- 
dress the Washington, D. C., association 
Jan. 12 at luncheon and will speak at 
Richmond the following day. He will 
address the Toronto association Jan. 19 
and the Cincinnati association Jan. 20. 











“Cash in on this BIG NEWS!” 


Sterling’s NEW 
NON-CANCELLABLE 
As H INSURANCE 


Adds Another Great Earning Opportunity 
to the Sterling Quality Line 





CHECK THESE PLUS VALUES: 
VY Guaranteed renewable to age 65. 


V Completely flexible-1-10 year plans, aggre- 


gate sum of benefits $1,200-$24,000. 


V No pro-rating, regardless of other coverage 
or change in occupation or earnings. 





A Few of Sterling’s 
Other Outstanding 


Policies: 


@ The Silver Seal Plan for medical, 
surgical and hospital care—the sen- 
sational value which meets modern 


needs for adequate coverage. 


V Total disability benefits paid to full limit of 


policy, even though disability extends be- 
yond termination date. 


V Partial disability benefits paid without re- 
quiring any period of total disability. 


V No second waiting period ever required on 


recurrent disability. 


V Modern underwriting practice permits issu- 
ance even to farmers and school teachers 


without rate-up. 


@ Superior Income Protection 
Policy —lifetime disability coverage 


in units up to $400 per month, with 





no reduction in benefits at any age. 


@ Doctor Bilis Coverage—new flex- 
ible plans, in units from $250 to 
$1000. 


@ Every Standard Form of Life 
Insurance—with leading preferred 
risk whole life and double family in- 
come plan. 





#8 STERLING Invites Top-Quality Men to Share 


America’s Mest Profitable Insurance Opportunity! 














(4 increasing production among the 


1, Here’s What STERLING Offers to 
‘| er agents. 





for full facts, write or wire 
L. A. BRESKIN, President 


STERLING 
INSURANCE CO. 


1002 Sterling Building 
Chicago 11, Illinois 


General Agents, 
Brokers and Writing Men: 





J. Sutton, Guardian Life, Oneida, | 
Y., who has the featured part in the | 
Mstitute of Life Insurance film “For 

ome Must Watch,” recently was asked 
he had noticed any effect on his busi- 
MSs since the making of the film. Mr. 
Wutton replied, “If you mean in in- 
| ased production, no. It has. been my 
PPerience that people buy life insur- 
eee when you go to them, sit down | 
have an interview or several inter- 

Ws, and the business is developed | 


High Commissions Vested Renewals 
Modern Policies Active Cooperation 
Profitable territories, coast to coast 


Earnings that start fast and grow rapidly with 
active home office guidance to assure quick and 
lasting success 
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The Real McCoy 


For 1949 annual statement purposes 
the values of stocks and unamortizable 
bonds are based on the last sales of 
listed securities last Saturday morning, 
Dec. 31. For the past several years the 
values have been taken as of Dec. 1, the 
earlier date having been permitted orig- 
inally as a war emergency matter by the 
commissioners. That gave the com- 
panies an opportunity to stagger the 
work and avoid some of the last minute 
rush early in the new year. But N. A. 
I. C. last June decided the emergency 
was over and that state regulation might 
be subject to criticism if it continued to 
permit the securities inventory to be 
struck off at other than when the closing 
bell sounded prior to New Years eve. 

As it turned out the Dec. 31 values of 
stocks on the average were just a hair 
below the highest point of the year, the 


Dow-Jones industrial average being 
200.13. The 1949 peak was the day 
before when the average was 


200.32. On Dec. 1, the figure was 192.74. 
The lowest average for the year was 
163. The bond averages likewise surged 
forward at year end, with second grade 
rails coming strongly into favor in the 
closing days of the year. That means 
that the published surpluses of the in- 
surance companies will be considerably 
higher this year than they would have 
been had the standard of previous years 
been applicable. 

With but a few isolated exceptions 
the securities valuation date has not 
been a vital matter for the companies 
since the depression days when an aver- 
aging system wisely was allowed to 
avoid technical impairment for a sizable 
number of institutions. Many companies 
have followed the practice of publishing 
the figures on the commissioners’ basis 


but with a footnote stating the effect on 
assets and surplus of taking Dec. 31 
market values. At least we will now be 
spared that extra complication and that 
will be a boon to us publishers when the 
flood of statement figures descend on us 
to be reported. But it might well be 
pointed out that there is: nothing hal- 
lowed about the prices at which securi- 
ties are traded on the last day of the 
year. Dec. 31 was decidedly atypical of 
1949 in that respect. It was a Saturday 
—a short trading day a day when in- 
vestors and speculators were sleeping 
late and the prices were at an extreme 
for the year. 

A 100 share trade on that day, how- 
ever, determines what tens of thousands 
of shares of the same security are to be 
entered at in insurance company port- 
folios. For instance, one of the great 
insurance company favorites is Interna- 
tional Business Machines and yet last 
Saturday there was traded only 400 
shares of I. B. M. That comparatively 
insignificant transaction affected the as- 
set and surplus figures of dozens of the 
biggest insurance companies. 

Also towards the end of the year 
there are always unusual factors in the 
market. There are tax and wash trans- 
actions that may affect the quotations, 
but that do not represent an evaluation 
of the merit or current worth of a par- 
ticular security. Too, the year generally 
closes on a bulge. 

From the standpoint of arriving at a 
tealistic appraisal of the value of securi- 
ties a good deal might be said for Dec. 
1. We are not advocating a restora- 
tion of that measure, however. Dec. 31 
will always be regarded as the real 
McCoy. So leave us bust no idols. Let 
Dec. 31 be IT. 


Covering the Insurance Naked 


Unquestionably the flood of pension 
and insurance agreements that will 
follow in the wake of the steel settle- 
ments will contract the individual 
insurance market by removing thou- 
sands of wage earners from a position 
where they feel a need to buy individual 
coverage. Still, we see little cause for 
pessimism on the part of the personal 
insurance salesman on this score. In 
the course of airing the Ford, Bethle- 
hem and other pension-insurance de- 
mands this year, the principles of in- 
surance have been advertised to an 
extent that is of greater value than 
any number of dollars could purchase. 
In every newspaper in the land, day 


after day, was printed the story of the 
strike. Many a man reading these news- 
papers who had never given considera- 
tion to insurance suddenly must have 
realized that insurance would have to 
be a vital good to become such an im- 
portant issue. 

The citizens of the U. S. reading 
of negotiations could not fail to be 
impressed that the matter at issue was 
not whether or not the worker should 
receive pension insurance benefits, but 
how the premiums for these benefits 
would be paid. Both the huge labor 
unions and the heads of giant industries 
recognized the fact that pensions for 
retirement and insurance against sick- 


ness, accident and death were desirable 
for the workers. The question was not 
why but how to extend these benefits. 
Here was an endorsement of insurance 
as a necessity fully as important as 
wages. 

Now a great many of the citizens 
reading these newspaper accounts were 
people who would not be _ benefiting 
from mass coverages of any sort. These 
people are not employed by huge in- 
dustry; millions of them are farmers 
and self-employed, covered neither by 
social security nor any form of group 
insurance or pension. Many a man in 
these categories must have looked at 
his own insurance situation and meas- 
ured it against what has been held the 
minimum desirable for a worker in 
the steel industry. Such a man would 
undoubtedly feel stark naked insofar 
as his insurance protection goes. He 
quite possibly made a mental note to 
investigate taking on some insurance. 
Chances are the next day he put off 


this intent and still has not gotten 
around to it. 
This is where the insurance agent 


comes in. The stimulus for buying more 


coverage has undoubtedly been  pro- 
vided by the labor settlements and by 
the steady advance of mass _ cover-| 
ages. It remains now for the insur- 
ance producers to see all the millions 
who remain uncovered and to keep, 
them from forgetting this nakedness, 
The insurance producer can point out 
that through his own thrift and will 
power almost every man can afford to 
be protected on an individual basis in 
the same way the steel workers are 
protected on a mass basis. 

It is more than merely a matter of| 





this vast uninsured market existing for 
the insurance agent who will go after 
it—there is the element of compulsion 
in the opportunity. If the inequities in 
coverage between those employed in 
large industry and the rest of the 
citizenry are to be corrected, it will 
be done through the sale of private 
benefits or through the extension of 
government benefits on a_ socialistic 
basis. Jf the insurance selling forces] 
are not able to close up the gap, the} 
clamor for bread and circuses will in-/) 
crease. By this time, it is obvious to 
almost everyone that insurance is bread,|| 








PERSONAL SIDE OF THE BUSINESS 





Conimissioner J. Edwin Larson of 
Florida has been designated by the su- 
preme council of Scottish Rite Masonry 
to be invested with the rank and deco- 
ration of Knight Commander of the 
Court of Honor of Scottish Rite 
Masonry. 

The lead article in the January issue 
of ‘‘Better Homes and Gardens” is by 
Charles D. Spencer, Chicago insurance 
writer and publisher. Mr. Spencer’s arti- 
cle, “You May Have A Refund Coming 
On Your FHA Mortgage” contains sev- 
eral points of interest to life insurance 
men who write mortgage redemption 
insurance. 

A 226-page biography of George A. 
Bangs, retired president of American 
United Life, and before that president 
of its predecessor, United Mutual Life, 
has been printed. It was written by Mr. 
Bangs’ wife. The book is copiously 
illustrated and contains many reproduc- 
tions of letters and newspaper items. 
Mr. Bangs was 82 years old recently. 

W. E. Wulk, district agent of Old 
Line Life at Marion, Wis., has just com- 
pleted 14 years of consecutive weekly 
production. His record is emphasized 
by the fact that his headquarters are in 
a sparsely populated area. 

George F. Rowe, New York Life, 
Milwaukee, has been reappointed public 
interest director of Chicago Federal 


Home Loan Bank. 
John M. Fraser, general agent of 
Connecticut Mutual, has been named 


chairman of the life insurance agents 
division of the 1950 New York City 
heart campaign. 


The home of John Henry Russell, 
former home office general agent of Pa- 
cific Mutual Life, at Pacific Palisades, 
Cal., was totally destroyed by fire. The 


house was valued at $100,000. Mr. Rus- 
sell is the donor of the John Newton 
Russell Trophy, in memory of his 
father, one of the founders of the 
N.A.L.U. and for almost a half century 
home office general agent of Pacific Mu- 
tual, who was succeeded by his son, 
Later J. H. Russell left insurance to 
look after other interests. 

Mrs. Malcolm White, wife of the 
Oklahoma general agent of Pacific Mu- 
tual Life, is in a hospital at Ponca City, 
Okla., with four broken ribs as the re- 
sult of an automobile accident. 

C. Edgar Van Cleef, Oklahoma gen- 
eral agent of National Life of Vermont, 
was elected chairman of the 1950 civic/| 
committee of the Oklahoma City Cham- 
ber of Commerce. He succeeds J. Haw- 
ley Wilson, general agent of Massachu- 
setts Mutual. 

James S. Currie of Chapel Hill, N. C,, 
formerly a securities analyst in the home 
office of Jefferson Standard Life, has 
been appointed director of the state de- 
partment of tax research. The job pays 
$7,200 a year. 

Ernest H. Perkins, Albany, general 
agent for Provident Mutual, observes 
his 30th anniversary with the company 








Jan. 6. 
Clifford A. Washburn, manager of|) 
Metropolitan, was installed last week 


as president of the Hartford Kiwanis 
Club. He is a director of the Sales Ex- 
ecutives Club. 

E. W. Millholland, associate general 
agent at Columbus, O., of the Ohio Na- 
tional, has been ill in a hospital. 


Louis W. Button of Rocky Hill, 
Conn., who celebrates his 45th anni- 
versary as a town Official on Jan. 5, 1s 
also starting his second half-century as 
an insurance agent. His son Richard 
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will be associated with him in the 
agency. Mr. Button, whose family set- 
tled in Connecticut about 1712, traces 
his ancestry back to Peregrine White, 
the first child born on the Mayflower. 

Alan Beck’s article, “What Is a Boy?”, 
that appeared on the front cover of THE 
NATIONAL UNDERWRITER for Nov. 11 ina 
New England Mutual advertisement, is 
reprinted in the January “Reader’s Di- 
gest.” It originally appeared in New 
England’s house organ, the “Pilot’s 
Log.” 

Leon Fretz, assistant superintendent 
of the Provident Indemnity Life home 
office district, has been promoted to 
manager of a new district in Wilming- 


DEATHS 


John Patterson, 72, who had just 
resigned as_ vice- president of Great 
Northern Life in view of its merger with 
Washington National, died at his home 
at Wilmette, Ill. He had been active 
in the A. & H. field since 1901, when he 
joined the old U. S. Health & Accident 
of Saginaw, Mich., advancing to assist- 
ant manager of the claim department. 
He went to Standard Accident in 1906 

















SUPERIOR 
SERVICE 


on Group Insurance 


Through our wide variety of 
group plans alert employers 
are provided opportunity to 
make available to their 
employees low-cost life insur- 
ance, retirement annuities, 
hospital and surgical insur- 
ance, and accident and 
sickness benefits. 

Life of Virginia was a pioneer 
in making group services 
available to firms having as 
few as twenty-five employees 
(state laws permitting). These 
services are offered on the 
same rate basis as larger cases. 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert £. Henlev, President 

















as assistant manager of its industrial 
department, becoming head of that de- 
partment. He returned to Saginaw in 
1919 to become resident vice-president 
of Massachusetts Bonding, which had 
taken over the “old U. S.” and main- 
tained the headquarters of its A. & H. 
department at Saginaw. 

He went to the home office in 1926 
when the department was moved to 
Boston, but resigned in 1928 and pur- 
chased control of Midland Casualty of 
Milwaukee. When it was merged with 
Great Northern in 1933 he became vice- 
president of the latter company in 
charge of its monthly premium A. & H. 
department and has continued in that 
post sincé that time. He served as pres- 
ident of H. & A. Underwriters Confer- 
ence in 1926. 

Ralph H. Hobart, 75, retired partner 
in the Hobart & Oates agency at Chi- 
cago for Northwestern Mutual, died at 
Billings Hospital, Chicago. The Hobart 
& Oates agency was the predecessor of 
the Jamison & Phelps agency. Mr. Ho- 
bart arid J. F. Oates retired in Febru- 
ary, 1944. 

Mr. Hobart started with Northwest- 
ern Mutual as a member of the Kim- 
ball & Norton agency at Chicago in 
1901, and in 1909 Mr. Hobart became 





RALPH H. HOBART 


manager. The Hobart & Oates agency 
was formed in 1911 and at the time of 
his: retirement Mr. Hobart was one of 
the oldest in point of service among 
the gennen agents of Northwestern Mu- 
tual. 


During their 33 years as_ general 
agents, Hobart & Oates placed more 
than $418 million of business ‘with 


Northwestern Mutual. The agency con- 

sistently ranked among the company 

leaders and was at the top in 1943. 
Michael Duffey, 59, district manager 


of Prudential at Indianapolis and previ- 


ously in Covington, Ky., died. 

Bertram D. Holderman, 44, assistant 
vice-president of Metropolitan Life in 
its industrial department, died suddenly 
at the home office. A brilliant mathema- 
tician he joined the company in 1932 as 
a clerk in the actuarial division. He was 
a fellow of the Society of Actuaries. 
After navy service he was made a mem- 
ber of the company’s administrative 
personnel and in 1947 was appointed an 
officer. He went for two years to Penn- 
sylvania State College, and then gradu- 
ated cum laude from New York Uni- 
versity in 1989. : 





Julius Smith Not ll 


An item in the Dec. 23 issue incor- 
rectly stated that Julius C. Smith, vice- 
president and general counsel of. Jeffer- 
son Standard Life, had undergone a 
serious operation at Temple U niversity 
Hospital in Philadelphia. The mix-up 
was due to the fact that Mrs. Smith had 
undergone such an operation at the hos- 
pital and the reporter misunderstood 
who was involved. 


Great-West Year 15% Up 


Great-West Life’s total new business 
in 1949 of over $228 millions was 15% 
ahead of 1948 totals. Earl M. Schwemm’s 
Chicago agency again led the branches 
with over $22 millions of new business. 
California placed second, Winnipeg 
third, and Vancouver fourth among the 
50 branches and general agencies. 

Max Seigler of Montreal was the 
individual leader jor the year, closely 
followed by R. M. Hirsch of Chicago 
and W. J. Hopwood of Winnipeg. 


Canada Business Up 4% 


Life insurance sold in Canada in 1949 


9 





exceeded $1/2 billion, up about 4%, 
bringing the amount in force at the 
close of the year to about $14.2 billion, 
a gain of about $1.1 billion, it is esti- 
mated by Dominion Insurance Superin- 
tendent Warwick. Mr. Warwick esti- 
mates that group life included in these 
figures reached $1.9 billion in force, a 
net gain of more than $100 million. 





Connecticut General Life has named 
Richard ‘Reynolds district manager at 
Joliet, Ill., under the jurisdiction of the 
Chicago branch. Mr. Reynolds is a 
navy veteran who has been an agent for 
the company for three years at Joliet. 
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Analagraph By- products 
Pay The Overhead 


The Analagraph, with its 1 out of 1.9 closing 
average, is justly famed. 
underwriters get the bulk of their business 
directly from this exclusive programming de- 
vice. But the by-products of the Analagraph 


pay the overhead ... and many a vacation, too. 


Last year, one typical Analagrapher paid 
for $452,000 of insurance. Of this total, 17 
cases for $150,000 came from single-interview. 
single-need sales .. . brought to light by the 
Analagraph, and closed immediately by one 


of our flexible and profitable package sales 


No wonder they call the Analagraph the 


“*hest prospector” as well as the “best seller.” 
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LIFE AGENCY CHANGES 





Conn. General Appoints 
Gilbert in Western Mass. 


Connecticut General has retired Harry 
E. Barlow, general agent at Springfield, 
Mass. The general agency has been 





” Ww. H. Gilbert, Jr. 


Harry E. Barlow 
converted to a branch office and William 
H. Gilbert, Jr., has been named man- 
ager. 

Mr. Barlow was appointed by Con- 
necticut General in 1913 to start an 
agency in Springfield. He is past pres- 
ident of the Life Underwriters Assn. 
of Western Massachusetts and of the 
General Agents and Managers Assn. of 
Springfield. 

Mr. Gilbert has been in life insurance 
since 1934 at Hartford, Chicago, New 
York, Newark and Philadelphia, primarily 
concerned with managerial duties during 
the last 12 years. 

He joined the Connecticut ‘General in 
1944 and since 1947 has been training 
in estate planning. He is a past presi- 
dent of the Supervisors Assn. of North- 
ern New Jersey and a past vice-presi- 
dent of the New Jersey C.L.U. 





W. H. Ziegler, Jr., has been appointed 
assistant general agent in Dayton, O., 


by Lincoln National. He began his life 
insurance career with the Dayton 
agency, after four years in the air force. 





Travelers Advances Group, 
Supervisory Personnel 


Travelers has promoted Malcolm G. 
Adam, assistant district group super- 
visor at Detroit to district group super- 
visor there. William M. Wise, Jr., group 
supervisor at Boston, has been ap- 
pointed assistant district group super- 
visor. Gilles Gamache, field assistant at 
Montreal, has been appointed group su- 


pervisor. James F. McAvoy, Jr., has 
been appointed group supervisor at 
Hartford. 

Travelers has advanced these field 
assistants to assistant managers: Glenn 
M. Brooks and William J. Murphy, 
Dallas; Philip F. Clark, Jr., Miami; 


Robert W. Forcier, St. Louis; Frank X. 
Geiger, Hollywood, Cal.; Robert L. 
Hutchinson, New Haven; Alfred L. 
Lilienfeld, Reading; Thomas J. Munn, 
New York City; Harold K. Myers, 
Cleveland; and George J. Schorr, Co- 
lumbus, O. Charles E. Drew, Jr., as- 
sistant manager at (Grand Rapids, has 
been transferred in the same capacity 


to Detroit. f 
Andre LeBlanc, field assistant at 
Montreal, has been appointed assistant 


manager at Quebec. Carl Lind- 
strom, who has been manager at Peoria, 
has returned to Chicago as assistant 
manager in charge of the uptown branch. 
Donald McDiarmid, who has_ been 
field assistant at Winnipeg has been 
appointed assistant manager at Calgary, 
Alberta. Samuel A. Hughes has been 
appointed field assistant at Ottawa. 





Maurice J. McMurray has been pro- 
moted to district manager of Penn Mu- 
tual Life at Elmira, N. Y. 
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Bankers of Iowa Appoints 
Lentz as K.C. Manager 


Bankers Life of Iowa has designated 
Hale Lentz as manager at Kansas City. 
He succeeds Fred L. Hildebrand, who 
has resigned. Mr. Lentz has been su- 
pervisor at Kansas City since 1947. He 
joined the company at Slater, Mo., in 
1940, and rejoined the company at 
Kansas City following naval service. 

Concurrently, Bankers Life is expand- 
ing its facilities in Chicago with the 
opening of a new office of the Mark 
Bowman agency at 120 South LaSalle 
street. This separates the new busi- 
ness office from the Chicago -premium 
payment office. The announcement of 
another ordinary agency for Bankers 
Life at Chicago is expected to be made 
soon. 


K. C. Life Assigns New 
Territory to Three 


Kansas City Life has appointed Or- 
ville R. Eby as general agent for north 
and south Kansas, except for John- 
son, Wyandotte, Leavenworth and Atch- 
ison counties. He has been south Kansas 
general agent since 1945. 

The company also appointed C. W. 
Weakly, who joined the company in 
1946, as general agent at Shelbyville, 
Ill., and Howard Lamar as southern 
Alabama general agent. 

Mr. Eby takes over territory formerly 
hone by W. C. Jones, who died Oct. 

Mr. Eby joined Kansas City Life in 
1935 in Texas, becoming manager at 
San Antonio and Houston, as well as 
assistant. state manager.’ Before that, he 
had about 11 years’ experience in life 
insurance. He has built the south Kan- 
sas agency from $1% million annual 
production to $2%4 million. 








Kreutzer Named Columbus 
Manager for Prudential 


C. Jordan Kreutzer, who for four 
has been assistant manager at 


years 
Jersey City for Prudential’s Newark 
ordinary agency, has been appointed 
manager at Columbus. He fills the 


vacancy created by the retirement of 
Russell B. Tilton. 

Mr. Kreutzer has been in the busi- 
nes for more than 20 years and has been 
with Prudential since 1945. He attended 
Columbia University and subsequently 
worked in the banking field. He was 
at Newark as special agent before taking 
charge of the Jersey City office. 


Equitable Advances Wilson 


Robert G. Wilson has been promoted 
to assistant divisional group manager at 
Philadelphia by Equitable Society. He 
has been group service supervisor at the 
home office since returning from the 
army. He first joined the company in 
1937. 


Davis in S. F. Group Post 


Howard W. Davis, former 
sales manager at Seattle for Prudential, 
has been assigned as associate district 
group sales manager at San Francisco. 
He joined Prudential in 1947 in the 
group policyholders service division. He 
was appointed home office representative 
in Seattle in 1948. 





Jack L. Boyd has been promoted to 
staff manager of Prudential’s new 
Visalia, Cal., office. He joined Pru- 
dential in Evanston, IIl., in 1946. 


Clark to Old Line Life 


Jack J. Clark has been appointed gen- 
eral agent for Old Line Life of Milwau- 
kee for Cuyahoga county at Cleveland. 
He previously was general agent of IIli- 
nois Bankers Life. 


Southland Opens in Northwest 


Southland Life has opened offices in 
Portland, Ore., with Robert L. Dunn as 
manager for Oregon and Washington. 

Mr. Dunn has been with Southland 
since 1937, except for’navy service. 


district’ 


ACCIDENT 


B. C. Hospital Plan 
In the Red for ‘49, 
May Hike Rates 


VICTORIA, B. C. — The British 
Columbia government’s hospitalization 
insurance scheme cost the taxpayers $1 
million in 1949, the first full year of 
operations. 

As a result of this loss, government 
experts are reported considering an in- 
crease in the premium rate to as much 
as $42 per year for families against the 
1949 maximum of $32. There have been, 
for a few months, rumors of increases, 
but nothing as steep as the $42 level 
was mentioned. 

At the moment, the government is 
conducting a survey to determine how 
best to put the plan on an actuarial 
basis. The province’s minister of health 
and welfare, George S. Pearson, says 
he is opposed to further premium in- 
creases because it will increase the 
number of those unable to pay. 

The government originally estimated 
the annual cost of hospital insurance at 
$12 million. A year ago, when the 
scheme became operative, single men 
paid $15; married couples without de- 
pendants $24 and married couples with 





dependents $30. In August it was de- | 


cided to strike a rate of $33 for 1950 


for all married couples with or with- | 


out dependents. The rate for single 
persons was upped from $15 to $21. 

Due to the fact that a large num- 
ber of residents in British ‘Columbia 
have refused to pay the annual pre- 
mium, returns to the government dur- 
ing 1949 totalled only $10 million. 


Occidental Life Advances 
MacEwen and Schmitz 


D. C. MacEwen, superintendent of 
accident and sickness sales of Occidental 
Life since 1945, has been promoted to 
superintendent of the accident and sick- 
ness department. Walter F. Schmitz 
succeeds him in his former post. 

Mr. MacEwen has been in A. & H. 
insurance for 40 years. Before join- 
ing Occidental, he was vice-president 
and superintendent of agencies of 
Pacific Mutual. He is a former presi- 
dent of H. & A. Underwriters Confer- 
ence. 

Mr. Schmitz went to Occidental in 
1940 from sales promotion work with 
the Loyalty group. Since last July he 
has been assistant superintendent of 
accident and sickness sales. Previously 
he had served as agency assistant and 
Pacific Coast division manager. 


Gives Analysis of S.S. Bill 


S. L. Horman, executive vice-presi- 
dent of Time, addressing the January 
meeting of A, Underwriters of 
Milwaukee, analyzed in detail the pro- 
visions of social security revision pro- 
posed under HR 6000. He asserted that 
the bill is a vehicle that can demolish 








the present form of government by 
wiping out personal freedom through 
the power of taxation. 

Mr. Horman declared that the time 
is long past when insurance men can 
take a passive attitude toward the 
political scene. He urged that each 


agent be familiar with his state senators 


and assemblymen, and his U. S. Sena- 
tors and Congressmen. He _ furnished 
each member with a chart outlining 


the local congressional districts and the 
representatives from each. 


International Board Meets 


The executive board of International 
Assn. of A. & H. Underwriters held a 
two-day meeting at Detroit. Plans were 
made for the International convention 
to be held June 25-28 on the steamer 





Greater Detroit with Detroit A. & H. 
Assn, as host. President C. B. Stumpf 
presided. 
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AMONG COMPANY MEN 





Provident of N. D. in A. & H. 


Field; Kirstner in Charge 


Provident Life of North Dakota is 
entering the A. & H. and hospitalization 
field. 

Herschel Kirstner, formerly with 
Great Northern Life of Chicago, will 
direct the new department. He will as- 
sume his duties the latter part of Janu- 
ary. The company plans to have the 
first contracts ready tor presentation to 
the field organization at the regional 
meetings to be held late in March. 


L. C. Cushman Retiring 


Leroy C. Cushman, editor of Massa- 
chusetts Mutual, has retired after 33 


years of active service. He started as 





a clerk in the actuarial department in 
1917, was transferred to the medical 
(now the underwriting) department in 
1918, and in 1924 was appointed editor. 

For 25 years he has edited the com- 
pany’s monthly field publication, the 
“Radiator,” as well as preparing some 
of the advertising and publicity ma- 
terial. The “Radiator” since 1933 has 
won 11 awards in competition sponsored 
by Life Advertisers Assn. 


Staton Succeeds Schwartz 


R. W. Staton, former agency secre- 
tary, has been made superintendent of 
pension trust sales of Occidental Life, 
replacing Joseph Schwartz who has re- 
signed to become an independent pen- 
sion trust specialist. 

Mr. Staton joined Occidental in 1935 
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as a personal producer at Eugene, Ore. 
In 1940 he entered the agency admin- 
istration department as agency assistant. 
In 1943 he was named assistant divi- 
sion manager and in 1945 agency secre- 
tary. 

He will be succeeded as agency secre- 
tary by Richard Cowdery, manager of 
the agency accounting department. Ex- 
cept for war service, he has been with 
Occidental since 1937 and has worked 
in many departments. 





Hart Resigns; Davis, 
Johnson, O'Neil Are 
Advanced by Ill. Bankers 


Hugh D. Hart has resigned as vice- 
president and director of agencies of 
Illinois Bankers Life and Orville F. 
Davis has been appointed director of 
agencies as well as continuing as sec- 





Hugh D. Hart 


oO. F. Davis 


retary. Henry G. Johnson, assistant sec- 


retary, becomes also assistant director 
of agencies. Thomas J. O’Neil, who 
joined Illinois Bankers last April as 


manager of the claim department and 
assistant manager of the A. & H. de- 
partment, becomes manager of the 
A. & H. department. 

Mr. Davis started in insurance in 
1921 with Commercial Health & Acci- 
dent of Springfield, Ill, which was 
merged with Mutual Life of Illinois, 
this company later becoming Abraham 
Lincoln Life. When the company was 
reinsured by Illinois Bankers in 1935, 
he was director of agencies and con- 
tinued in charge of the A. & H. de- 
partment with Illinois Bankers as as- 
sistant agency director. He became sec- 
retary in 1942. 

Mr. Johnson joined the actuarial de- 
partment of the former Illinois Life in 
1915. In 1934 he went with Mutual 
Life as an agent, joining Illinois Bank- 
ers in 1938, becoming agency secretary 
in 1939 and assistant secretary in 1942. 

Mr. O’Neil joined the claim depart- 
ment of Federal Life of Chicago in 
1930 following graduation from Notre 
Dame. He was given charge of the 
regional claim office of Pacific Mutual 
in 1936, becoming manager of the east- 
ern railroad department in 1948. He 
joined Illinois Bankers last April. He 
is a member of the Illinois bar. 

Mr. Hart was general agent in Ar- 
kansas and New York City for Aetna 
Life before becoming vice-president of 
Penn Mutual Life in 1927. He was in 
the investment field before he joined 
Illinois Bankers Life. 





Gibney to Central Assurance 


Kenneth J. Gibney has resigned as 
secretary of Shawnee Mutual of Colum- 
bus, O., to become agency manager of 
Central Assurance there, a newly 
created position. He has had about 20 
years experience in insurance. 


Wiren, Gannon Advanced 


Equitable Society has promoted A. R. 
Wiren from assistant superintendent in 
charge of the group issue and services 


division to director of methods and 
planning and has named John F. 
Gannon as his successor. Mr. Wiren 


joined the company in 1936 and became 
an assistant group superintendent the 
next year. A former naval architect, 
Mr. Wiren had been with Bush Service 


Corp., and R. H. Macy & Co. New 
York City. 

Mr. Gannon joined Equitable in 1923 
and served in the home office and field, 
becoming chief of the group issue and 
services division in 1948. 





Paul Revere Designates 
Knight as Agency Officer 


H. L. Knight has been advanced to 
agency vice-president of Paul Revere 
Life and Massa- 
chusetts Protective. 
Mr. Knight has 
been eastern super- 
intendent of agen- 
cies since 1948. 
Prior to this he had 
been in the Union 
Mutual Life agency 
department since 
1932. 

With Union Mu- 
tual, Mr. Knight had 


served as_ auditor, 
agency secretary, 
assistant superin- H. L. Knight 


tendent and superin- 
tendent of agencies, 
vice-president in 1945. 


MANAGERS 


Slate Bingham at Springfield, Ill. 


Millard F. Bingham, general agent of 
Mutual Benefit Life, will discuss ‘‘Sell- 
ing a Man on the Job as a Career Un- 
derwriter”’ at the January round table 
discussion of the Springfield, IIll., Gen- 
eral Agents & Managers Assn. This is 
the third in a series of such discussions 
conducted by the Springfield group. 
Planned for the February meeting is a 
talk by Harold Meyer, manager of John 
Hancock, on “Training Methods.” Meet- 
ings are planned through June. 

The discussions are patterned after 
those held in Indianapolis in 1948. Den- 


, 
and became agency 











ver C. Fields, general agent of Lincoln | 


National, is president of the Springfield 
managers group. 


Hartford Elects Oberholtzer 





W. Dick Oberholtzer, Manufacturers | 


Life, has been elected president of the 
Genera] Agents and Managers Assn. of 
Hartford. Ralph H. Love, Connecticut 
Mutual, has been named _ secretary- 
treasurer. 





Earl Schwemm, Chicago manager of 
Great-West Life, will address the Co- 
lumbus Life Managers and General 
Agents Assn. on Jan. 20. 


Life Managers Assn. of Pittsburgh 
will hear James E. Rutherford, vice- 





president of Prudential, at a luncheon | 


Jan. 11. 


a ll 
SS ——e 


Hospitalization Rate Paid 
for Confinement at Home 


Hospitalization payment for home 
confinement is the unusual provision of 





the new group plan of the Electrical In- | 


surance Trustees, an organization of 
Chicago electrical construction em- 
ployers written through Occidental of 
California. The plan provides $8 a day 
hospital room and board for the em- 
ploye and his wife and the same amount 
at home if a nurse is in attendance and 
a written affidavit is furnished from the 
attending physician that the claimant’s 
illness or injury is serious enough to 
warrant hospital confinement. The phy- 
sician also gives his opinion as to the 
number of days confinement will be 
irecessary. Daily home and_ hospital 
benefits are payable for 100 days. : 








MEDICAL DIRECTOR 





Opportunity in New York City for physician) 


with life underwriting experience. Our staff 
knows of this opening. Address Y-4, The 
National Underwriter, 175 W. Jackson Blvd..! 
Chicago 4, Illinois. 


—— 
———,, 
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e and | Reserve Life Shows 


Rapid Expansion in 
x | Life Department 


ced to DALLAS—Progress of Reserve 
Revere Life’s life department during the last 
six months was such that it wound up 
the year with $23 million of life insur- 
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ery Cc. A. Sammons S. J. Gilbert 

= | ance in force and assets of more than 
$10 million, according to President C. 
A. Sammons. 

Expansion of the life department be- 
~ | gan last July, when Sam J. Gilbert 
Ill. joined the company as vice-president 
ent of | and director of life agencies. Mr. Gil- 
““Sef}]. | bert began his insurance career in 1938 
+ Un- ) 4S an agent for Aetna Life in St. Paul. 
: tebe He later was with the Reliance Life 

Gen- | 28 district manager and remained with 
This is | that company until 1943, when he be- 
issions | came field supervisor for Continental 
group Assurance for Minnesota and _ several 
g is a other northwestern states. 

f John Since joining Reserve Life he has 

Meet- | brought into the company as territorial 

agency supervisors Gordon Goetschel 
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on Blvd DES MOINES 7, IOWA 

A General Agency Company 
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of Los Angeles, who covers the Pacific 
states; John Marzolf, supervisor for the 
mid-west; and John Brand and Fitz- 
hugh Lee, who take care of the southern 
and southeastern states. All are men 
of long experience in this type of agency 
work. 

Since July the company has added 
four million-dollar producers to its 
agency organization plus a great many 
successful smaller agencies in various 
states. Reserve Life is licensed in 35 
states and the District of Columbia and 
has, so far started life operations in only 
six of the states in which it is qualified 
to do business. 

The company issues both participat- 
ing and non-participating policy forms. 
Monthly income disability is available 
as well as attractive income supple- 
ments and the usual double indemnity 
and premium waiver forms. The com- 
pany accepts substandard business up 
to 600% mortality rates. 

Reserve Life has been notably suc- 
cessful in the disability and hospital- 
ization insurance field. Its premium in- 
come in the disability field was more 
than $13 million for 1949 and the com- 
pany plans to continue aggressive de- 
velopment of its disability and hospital 
business as well as its life department. 


Pyramid Life Offers Plan 
for Taxing Companies 


Seeking a federal income tax basis 
that would bear less heavily on the 
newer and smaller companies than any 
plan thus far proposed, Pyramid Life 
of Little Rock has sent a circular letter 
to all life companies asking for support 
of its own proposal. 

This proposal is a modification of 
that recently advanced by President 
William Montgomery of Acacia Mutual. 

Pyramid’s proposal is that the net 
taxable income be found by taking one- 
half the sum of the free investment in- 
come and the amount derived by the 
average valuation rate formula, which is 
the Montgomery proposal, but Pyramid 
asks that for companies with less than 
$75,000 of net taxable income the first 
$25,000 shall be non-taxable and the 
next $50,000 taxable at the regular cor- 
poration income tax rates. For compa- 
nies having from $75,000 to $100,000 of 
net taxable income, the exemption would 
be the difference between the amount of 
the net taxable income and $100,000. 
For companies having $100,000 or more 
of net taxable income, there would be 
no exemption. In this way, companies 
having less than $100,000 of net taxable 
income would pay less tax than if there 
were no exemption, but the exemption 
would be reduced gradually so that be- 
ginning at $100,000 the tax would be 
the same as under the Acacia Mutual 
proposal. 

Free investment income is the amount 
of investment income left over after de- 
ducting investment expenses and the in- 
terest which the company must add to 
policy reserves or must use to satisfy 
other interest obligations to its policy- 
holders. The average valuation rate 
formula was described in some detail in 
THE NATIONAL UNDERWRITER for Oct. 21. 


Adopts No-Receipt Plan 


Provident Life of North Dakota, 
starting this month, is eliminating the 
issuing of premium receipts, except 
where policyholders specifically request 
it or where payment is made in cash. 


Conn. Mutual Up $5!/2 Million 


HARTFORD—The second best year 
in its history was reported for 1949 
by Connecticut Mutual. New business 
amounted to $210,433,263, up nearly $5% 
million. Insurance in force stands at 
$1,960,017,627, up $128,453,517, 














Home Beneficial Life’s new $114 mil- 
lion home office building is expected to 
be ready for occupancy in about 11 





Holmes has been with Connecticut Gen- 
eral at Cedar Rapids since 1944. 


months. It was delayed about seven 
weeks by the steel strike. 








William M. McGrady has been ap- 
pointed office manager for the Horton 
agency of Home Life of New York in 
Newark. 


Massachusetts Protective and Paul 
Revere Life named Leo §S. Holmes as 
general agent at Cedar Rapids. Mr. 











Unified Selling Plan Builds 
Successful Sales Careers 


by BERT PERRY, Manager, West Texas Department 


In my opinion, the most impor- 
tant element in the building of a 
successful sales career is to have 
a unified selling plan combined 
with contracts that really serve 
the needs of the policyholder. 


The reason for my choice of 
Reliance as a Company was the 
feeling that Reliance policies 
were a real answer to wide pub- 
lic needs and that “Perfect Pro- 
tection’’ was the answer to an 
agent’s need for a unified selling 
plan. 





Bert Perry signed his first contract 
with Reliance in 1932 after a very 
colorful career as an automobile 
dealer in Texas and Mexico. 

From the very start Bert was a 
consistent producer and then he 
decided to take advantage of his 
Reliance contract and hire other 
men. He has built a substantial 
agency producing more than 
$2,000,000 annually. He passes 
on to his agents some of his own 
enthusiasm for Reliance Life and 
“Perfect Protection.” 


My success in selling life insur- 
ance has been mainly the result 
of having “Perfect Protection,” 
the Reliance combination of life, 
accident and health insurance, to offer my clients. 


I consider ‘“‘Perfect Protection” the ideal combination of 
modern policies for the progressive salesman’s kit. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 



































INSURANCE DISTRICT MANAGER 


Strong, progressive life, health and accident company offers 
rare opportunity for man with successful industrial insurance 
experience to head long established and fully staffed district 
in Kentucky. This type of position is seldom open and man 
selected must be of unquestioned integrity and must not only 
have full knowledge of the business but must have the ability 
to pass this knowledge on to sales personnel. The opportunity 
for such a man is truly exceptional. Company has enviable 
reputation as to policy holder and personnel relationships. 
Retirement plan and employee benefits. Company will pay 
moving expenses. All replies confidential. Give full information 
in first letter, including dates of employment. Our own organ- 
ization knows of this ad. Address Y-5, The National Underwriter, 


175 W. Jackson Blvd., Chicago 4, Ill. 
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N. W. Mutual Holds Big Eastern Rally 


(CONTINUED FROM PAGE 1) 





borrowers’ problems were being applied 
to the problems of the provident Amer- 
ican whose thrift is penalized by poli- 
cies of which he seems to be little 
aware,” Mr. Fitzgerald observed. 

He decried inflationary tendencies that 
cheapen the value of the dollar. 

Discussing the federal income tax on 
life companies, Mr. Fitzgerald said that 
while the life companies do not contend 
they should be free of federal’ income 
tax, even though such a tax is a further 
penalty on thrift, Northwestern Mutual 
has expressed opposition to the retroac- 
tive feature of the pending proposal as 
a matter of principle. 

Looking ahead, Mr. Fitzgerald said 
that the mortality trend can hardy im- 
prove and no general improvement in 


the interest rate on new investments is 
anticipated. He said he did not assume 
that federal regulation arising out of 
the recent congressional studies will be 
enacted but definite predictions cannot 
be made positively and these problems 
of regulation “will always be with us.” 

Praising the record of the field force 
in selling life insurance in competition 
with tangible goods, Mr. Fitzgerald also 
had a good word for the company’s 
national advertising program as a tool 
for the agent and predicted that it would 
gather even greater momentum during 
1950. 

Grant L. Hill, vice-president and direc- 
tor of agencies, set the stage for the east- 


ern regional meeting Tuesday morning 


with his talk on “Your Market.” 








A good question, young fellow! A 
question that every purchaser of life 
insurance protection should ask, as 
most people prefer to do business 
with an old, well established organi- 
zation, whose prestige comes from a 
long record of service in its particu- 
lar field. 

Throughout Modern Woodmen's 
67 years of faithful service to in- 
sureds and beneficiaries, it has always 
kept abreast of modern develop- 


MODE WOOUMEN 


WEACA 


OF 





ments in the life insurance field. This, 
coupled with the competent advice 
of qualified counsellors, schooled in 
the facts of life insurance, assures 
the best in scheduling a program of 
life insurance protection to meet 
each individual's specific needs. 


$735,000,000.00 paid in benefits. 
Assets exceed $155,000,000.00. 
(Choice territory and attractive 
contracts for agents) 


EST. 1883 


ROCK ISLAND ILLINOIS 








WOODMEN OF 


TEAMWORK WINS 


The teamwork of Woodmen camp officers, members and field 
representatives is a winning combination. This, together with 
the benefits 425,000 Woodmen receive from its “Fraternity in 
Action” program of fraternal, social and civic activities, is 
bringing the Society greater strength in membership, insur- 
ance in force, assets and reserves. 





LIFE INSURANCE SOCIETY 
OMAHA, NEBRASKA 


THE WORLD 


























“Proud as we are of the fact that life 
insurance in force in this country has 
doubled in the last 14 years, the average 
life insurance owned per family is still 
considerably less than a replacement of 
the first year’s income for that family,” 
he said. “To have a market for our 
product there must be people—they 
must be our type of people who require 
our type of insurance service—and they 
must have income beyond that required 
for the necessities of life.” 

Mr. Hill went on to prove, quoting 
eminent authorities as his source, that 
certainly with the population growth 
there would be plenty of people and 
plenty of family units with life insurance 
needs. He pointed out that managepial, 
technical, professional and clerical jobs 
are increasing faster than the gainfully 
employed as a whole. 


Cites U. of Mich. Figures 


Referring to the University of Mich- 
igan research center survey made in 
1949 for the federal reserve board, he 
said this brought out that 15% of all 
families, are in the over-$5,000 income 
group and that they take home 40% of 
all cash income. Mr. Hill then showed 
that considerably over 70% of these 
over-$5,000 income families are in the 
Northwestern Mutual type of market. 

Using figures, Mr. Hill stressed the 
tremendous amounts being spent in this 
country on so-called luxury items, leav- 
ing no doubt that there are plenty of 
marginal dollars if the life agents will 
but tap them. 

The importance of the women and 
youth market in life insurance was also 
stressed. Mr. Hill gave some interest- 
ing illustrations of how some of the 
leading agents were capitalizing on 
these segments of the market, while 
others are passing up the opportuni- 
ties. Figures given showed how agents 
in one particular city were selling those 
engaged in the vdrious professions, and 
contrasted this with a poor job of cov- 
erage of these professional groups in 
another city, although the company has 
many able agents in both cities. 


“Analyze ’49 Business” 


“If you would increase your business 
in 1950,” Mr. Hill said, “then analyze 
your business of 1949. It will reveal the 
source of your best sales. Endeavor to 
strengthen those sources. It will also 
throw the spotlight on the excellent seg- 
ments of your market which you are 
not tapping. Resolve to do something 


about it. Get organized to really cover 
the market for which you are best 
suited.” 





AGENTS’ METHODS 


Fred N. Tornow, Buffalo, was chair- 
man of the Tuesday morning meeting 
which opened on time, well attended. 

How to capitalize on the doctors’ 
market was described by Paul O’M. 
Connly, Providence, who finds himself 
at home among physicians because he 
studied medicine early in his career. 
“Get to know your examiners real well,” 
he suggested. “Perform real service 
for your clients and they'll be glad to 
recommend you to others. Approaches 
in any field can be modeled after one 
concentrating on doctors.” A good pros- 
pecting help for him has been to ask 
for and receive permission from his doc- 
tor clients to use their names as refer- 
ences in writing other doctors. This 
usually gets him a favorable reception 
at the interview he requests. 

Methods for prospecting by personal 
observation were presented by Leroy R. 
Schultz, Norristown, Pa. He uses local 
daily and weekly papers and follows up 
on marriages, births, wills, real estate 
notices, social and club news and busi- 
ness promotion stories. This works 
very well in his own small town, he 
said, and gives him a reservoir of names 
for his prospect list. 

The agents’ own clientele provide a 
great source of prospects said Chauncey 
D. Cowles, Buffalo. Juvenile is. a na- 
tural coverage for present policyholders 
and it’s easy to follow up birth an- 





nouncements, he stated. The marital 
deduction and the 1948 revenue act are 
still good reasons for selling, he said 
and “don’t overlook wife insurance and 
grandparent-grandchild gifts based on 
it.” He suggested getting personal pol- 
icyholders to recommend leads for busi- 
ness! and key-man sales “but balance 
prospecting among policyholders with 
judicious solicitation of new leads,” he 
warned, “or your market will dry up.” 

Cold canvass one day a week, from 
spring until fall, will produce results and 
can keep an agent on his toes, Frank 
C. Cuce, New York City said, report- 
ing on its use in selling partnership in- 
surance. : 

How he moved into a strange new 
city and built his annual production to 
more than $800,000 in two years was 
related by John M. Law, Bluefield, W. 
Va. His first problem was to get him- 
self and the company, which was re- 
entering the area after 25 years, well 
known. He spent almost a year on a 
broad direct mail campaign among doc- 
tors and lawyers and on the better resi- 
dential addresses in town, as well as 
contacting all orphan policyholders in 
the area. He followed these up by 
phone. With numerous personal con- 
tacts he has been able to establish a 
business that is still growing. “Prospect- 
ing is like shaving,” he said. “If you 
don’t do some every day, you'll be a 
bum.” His talk concluded the panel 
on prospecting. 


Has Elaborate File System 


Plan your work, work your plan, and 
make your plan work you, Hugo K. L. 
Hurrelbrinck, Baltimore, recommended 
in a featured talk. He maintains an 
elaborate system of files for prospects 
in the preferred, active, inactive and 
pending stages. His time is calendar- 
ized well in advance and he has made 
routine the problem of contacting cen- 
ters of influence, using direct mail ap- 
proaches to policyholders as well as 
pieces which continue his friendly rela- 
tions with clients. He purchases various 
reprints from different magazines to 
augment his supply of company ma- 
terial. 

Mr. Hurrelbrinck described the re- 
finements of his very organized sales 
life. A secretary on a part-time basis 
is essential to every agent writing 
$250,000 a year and a full-time secretary 
for one writing $500,000. “She’ll earn 
her way in relieving you of detail 
work,” he said. 

He files away sales ideas and sugges- 
tions he reads or hears of and reviews 
them periodically to refresh his methods. 

He uses the telephone from 9 a. m. to 
noon on Mondays and from 9 to 10:30 
a. m. on Wednesdays for appointments. 
He attempts to see only one prospect 
per morning and one per afternoon. 
“This makes 10 a week,” he said, “and 
if I sell only one or two, the occasional 
big case keeps my production up.” 

In an enlarged wallet he carries a 
complete set of selling tools, including 
photographs and other illustrations to 
meet common objections. Among them 
is a small marble which he tells young 
prospects compares in size to the pre- 
miums their insurance program would 
require. Jn their forties and fifties the 
marble will change to a baseball or 
eventually a heavy cannon ball. This 
has been effective in defeating the “I'll 
wait a while” objection, he observed. 

Superintendent Dineen of New York 





BENEFITS PAID SINCE 
ORGANIZATION 


OVER $60,000,000 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 
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The disability program at federal Alvah B. Adam general agent in Phila- Million in Force and Over $100 Million in Assets 
CE level should start with a basic amount delphia. He attended the Wharton 
for the individual and then add amounts school and served in the navy, entering 
for dependents, he continued. The bene- insurance in 1945. He is president of 
its should be related to the wage. Mare the Junior Chamber of Commerce of 
important, there should be pons —— Philadelphia. 
tiven to the social purpose of such bene- ® e 
00 its. The exclusion of maternity benefits : Two REAL OPPORTUNITIES 
shows the anti-social character of state Three Supervisors Advanced A fast-growing life and health and accident company has state agency open- 
tans written by private insurers. Phoenix Mutual has advanced Cree- ings in two southern states. 
ST Mr. Becker said that one reason in- Jey S. Buchanan to supervisor in charge T bl be onl PASe 
urance company program is expensive of the newly established New Hamp- ~— one e insurance 7: roe eo poems gee ucers now—are going 
LE and complicated is because of restric- shire agency; Chester L. Larkins to su- 4 me meee Mp hoe t both indivi hs per with a company writing com- 
4 ions in coverage. The idea that the pervisor in charge at Kansas City, and plete personal coverage, both individual and group. 
Worker has a more personalized feeling J. Edward Lupien to supervisor in Write today—in confidence—to T. D. Eilers, President, World Insurance 
f the employer deducts for disability charge of Chicago (central) agency. All Company, Omaha, Nebraska. 
ee fd sends it to the state capital rather were field supervisors. 
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||| AcTUARIES 


CALIFORNIA 














COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Los Angeles 


Denver 




















ILLINOIS 








THOMAS and TIFFANY 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone FRanklin 2-2633 





z 











Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 


10 S. La Salle St., Cilesoe &, Illinois 
Telephone FRanklin 2-4020 
Harry S. Tressel, M.A.1.A 


M. Wolfman, F.A.!. 
N. A. Moseoviteh, A.A. - A. 
W. M. Barkhuff, C.P.A 


“wm. H. Gillette, C.P.A. 
W. P. Kelly 
Robert Murray 




















INDIANA & NEBRASKA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























NELSON and WARREN 
Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 

















NEW YORK 








Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


8 West 40th Street New York 














Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoranand Linder 
110 John Street, New York, N. Y. 




















PENNSYLVANIA 








FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
P. Higgins 


PHILADELPHIA 





THE BOURSE 
t 











VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND ° ATLANTA 




















Greener Fields 
Draw Group Men 


(CONTINUED FROM PAGE 3) 


requests to group insurers to recom- 
mend specialists in the employe benefit 
field. These firms want to hire experi- 
enced men at very good salaries to 
handle their business exclusively. Re- 
search men on a full or part time basis 
are also being sought. One group ex- 
ecutive said that he had on his desk 
requests from 14 large employers for 
trained employe benefit men. It is 
natural that there has been a steady 
flow of trained men away from the in- 
surers to business firms and into con- 
sulting work. Industry is not interested 
solely in pension specialists, but in men 
with overall employe benefits back- 
grounds. There is no better source for 
these men than among the experienced 
insurance company group personnel. 

There are other group men who have 
joined the category of consultants, 
working in firms which furnish actuarial 
and technical advice to industry on a 
fee basis, .as well as drawing commis- 
sions on sales. 

It is not merely a case of a group life 
insurance company taking personnel 
from another group life insurance com- 
pany, but men often transfer from a life 
company to a casualty company. Many 
new casualty companies have entered 
the group field, particularly in connec- 
tion with compulsory disability cover- 
ages. Naturally they must find a nu- 
cleus of trained personnel among com- 
panies longer established in the field. 
Some casualty companies have tried to 
train their own personnel, but this is an 
immensely difficult job. It usuallyp takes 
a good five years to train a man to be 
a competent company employe benefit 
representative. 


Lengthy Apprenticeship 


The fact that it takes so long to train 
group men is another factor in creating 
a shortage of competent group person- 
nel. There has not really been enough 
time since the war to build staffs. The 
men who are trained frequently pass off 
into other fields. Building up group rep- 
resentation for some companies is a 


‘heartbreaking and a backbreaking task. 


The tragic aspect ot the deterioration 
of group insurance staffs is that the 
companies have never before had such a 
need for competent group insurance 
men. It is largely through the com- 
pany representative that the insurance 
companies are able to compete with 
state funds and with advocates of self- 
administration, either in welfare funds 
or in the bank-pension field. 


Technician, Salesman, Negotiator 


The group insurance man is a com- 
bination technician, salesman and ne- 
gotiator. He has a tough job that often 
calls for exhaustive travel. He is often 
the link between labor and management 
in a given contract situation. He must 
be diplomatic and know when to keep 
his mouth shut, yet he must retain con- 
trol of situations so as not to get his 
company out on a limb and still get the 
business by pleasing everybody con- 
cerned. The necessary level of perform- 
ance cannot be kept up by throwing 
green men into a role that calls for the 
utmost in both tact and training. Per- 
haps employment in this field will 
steady. ‘Until that time, the group in- 
surance departments of all the com- 
panies will .be keeping their fingers 
crossed and try to make the field at- 
tractive enough so that good men will 
stay on. 





Roy M. Hill and Charles G. Gerber 
have been promoted to assistant man- 
agers in charge of the new Whittier, 
Cal., office of Prudential. 

Wallace S. Sargent has been promoted 
to assistant district manager at Van 
Nuys and William D. Hanger has been 
promoted to assistant district manager 
at San Pedro. 


POLICIES 


John Hancock Reduces 
Group Annuity Rates 


Reduction in group annuity rates has 
been announced by John Hancock. 
Rates will be based on an interest as- 
sumption of 24% rather than 2% as 
formerly. It is estimated that a decrease 
in group annuity premiums will re- 
sult both in the case of past service 
annuities and future service annuities. 


London Life Sticks to Scale 


London Life of Canada is continuing 
its same dividend scale for 1950. Inter- 
est on dividend accumulations and pol- 
icy proceeds will be 3%, or the guaran- 
teed rate if higher. London Life has 
made a slight reduction in its preferred 
non-participating premiums and in its 
non-participating term premiums. 


Issues Waiver With Term 


Minnesota Mutual is issuing waiver 
of premium disability benefit on all 
single life 10 and 15 year term policies. 
The rates will be the same as for 
similar benefits on life paid-up at 85 and 
will be ‘subject to the same age limita- 
tions. 














Provident Indemnity Life now in- 
sures up to age 70. The limit had been 
60. Both life and A. & H. are issued 
non-medically to age 70. 





Equitable Life of Canada is now issu- 
ing $10 and $20 family income riders 
without the return of premium benefit. 
These plans, issued for 20 years and to 
age 65, are in addition to the family in- 
come riders with return of premiums 
previously issued. 





Great National Life is amending its 
total and permanent disability riders to 
provide coverage until the insured at- 
tains age 60. The double indemnity 
rider is amended to provide coverage to 
age 65. 








Examine Indices Revealed 
by Statistics in A. & H. Field 


(CONTINUED FROM PAGE 2) 


clude information as to sex, amount of 
coverage, and occupation. If the figures 
get too refined, the experience becomes 
sparse and incredible. As to losses, such 
as doctor bills, weekly indemnity, etc., 
the company does not code as it goes 
but waits until the loss is settled. This 
commits the company to a policy year 
investigation. Its reserve estimates, Mr. 
Streeter suggested, are probably cor- 
rect in the aggregate and not quite so 
correct in individual losses. 


Offset by Selection 


It would be important to collect in- 
formation as to residence and state if 
the company were reporting to a rate- 
making bureau. Experience in automo- 
bile liability and in fire differs from 
locality to locality. but for A. & H. 
companies do not differentiate in rate 
by residence. The differences, it is be- 
lieved, are ironed out by selection. 

It is much easier for the agent in 
selling A. & H. to say that it is like life 


insurance, insured pays the same pre- 
mium each year. It would be possible, 
perhaps, to show a small decrease in 


premium when insured gives up skiing, . 


but it would be disturbing to knock 10 
cents off the rate this year and put it 
back in for some other factor gext year. 
The average premium per policy in this 
field is small, $30 to $40, and a company 
cannot indulge in too many refinements 
because of expense. The company 
doesn’t attend variation by amount; it 
corrects any differentials by underwrit- 
ing, that is if someone wants too much, 
he doesn’t get it. Steadiness of employ- 
ment has a bearing on a loss ratio. The 
company doesn’t investigate death or 


disability rate by occupation. This would 
take years to do and by that time occu- 
pations would change. 

The relative cost of benefits gives the 
actuary a chance to use statistics and 
this experience is worked out in some 
detail, Mr. Streeter said. Again the com- 
pany is unwilling to change rates each 
year. What it does is wait until a 
marked trend appears. Otherwise it 
would disturb its business too greatly. 

.\. & H. companies may not be the 
place to go to get accident trends. They 
are not too much concerned if auto 


deaths go up if at the same time an- | 
other important cause of accidents goes | 


down. In summary, if the prospect is 
reasonably healthy, his occupation will 
determine the rate. 





Peter A. Peyser, son of Manhattan 
Life’s general agent in New York City, 
Percy A. Peyser and Mrs. Peyser, was 
married to Marquerite Richards, the 
daughter of Mr. and Mrs. Elmer Rich- 
ards of New Hyde Park, L. I. Peter 
Peyser is a graduate of Colgate and 
served in the army. He has just been 
designated associate general agent. 


Walter A. Streb, 





supervisor at Day- 


ton, O., for Aetna Life, has been named | 


assistant general agent. 





FOUR ANSWERS 
forthe AMBITIOUS: 
— LIFE UNDERWRITER” 


== QUALITY COMPANY... 

top rated mutual... over half 
century service ... over three 
hundred millions insurance... 
over one hundred million of 
of assets... over eight million 
in surplus .. one of the very 
lowest net cost positions... full 
level premium reserve basis... 
modern... zero to age 65... 
streamlined policies . . sub 
standard facilities . . . direct 
home office collection of pre- 
miums. 





QUALITY COMPENSATION 


very unusual, and well vested 
General Agents contract ... 
generous and attractive for the 
career life underwriter ... with 
extra automatic financing com- 
missions ... pays well for qual- 
ity men and General Agents .. - 
a fine pension plan. 





QUALITY TRAINING... 


two week home office schools, 
refresher schools, for career 
men...constant group training 
for both young and veteran 
General Agents ...in selection 
-- recruiting ... training . 
and supervision techniques. 





QUALITY TERRITORY... 


often possible for the ambitious 
life underwriter who wants to 
build two or three quality men, 
or more, right in his own terri- 
tory. 


CENTRAL LIFE 


ASSURANCE SOCIETY 


MUTUAL IOWA 


DES MOINES 
1896 1950 


One of Uhe Wi s1 
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@ Yours for the asking — OCTOBER DECEMBER 
fe . : w T 
This 8!" x II" single sheet © 4 
. 3 " 5 
calendar, in two colors, ‘ hed be 


would be ideal on your desk, 
and handy for quick refer- 
ence. Write to The Adver- 
tising and Publications De- 





partment, The Prudential, _ : Pap i 
Newark I, N. J., for your | . 1875519507 
free 1950 Prudential calen- 


dar. THE GROUP FUTURE BELONGS TO 





THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


HOME OFFICE, NEWARK, N. J. WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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" We took 
Inventory 


tov Success 


says Mrs. W. E. Irvin, Fresno, California 








"When four years ago Bill and | took inventory of our future, we had to 
admit that the good things we wanted for ourselves in coming years would 
be out of our reach on Bill's modest salary. To us success meant better-than- 
average advantages for our children, a comfortable home, a chance for 
Bill to use initiative in his work. Our inventory proved we could never 
accomplish these things. 

"Bill had worked for a major oil company for 10 years and had done well 
as a Fire Prevention Engineer. He did not like to leave this job but in his 
organization promotion rested precariously on the whims of superiors and 
internal company politics, so he felt a change was the only solution. 

"We knew everything about the kind of job Bill wanted except where to 
find it! From the time he was 10 years old and had sold everything from 
magazines to patent medicines from door to door, he had the idea he 
could succeed as a salesman. What he considered important, though, was 
selling people something they needed with a persuasive yet dignified 
presentation. 

"We were in a quandary until we remembered how a Minnesota Mutual 
salesman had used an Organized Sales Presentation to convince us of 
our need for additional insurance. A telephone call to our insurance advisor 
during which Bill discussed our situation convinced him that life insurance 
selling was the ideal answer to his job quest. Three weeks later Bill, Carol, 
Barry and | were Minnesota Mutualites for keeps! 

“From the first day Bill joined the Minnesota Mutual he began hitting his 
stride. He loved helping people. Now he's supervisor in his agency, we 
own our home, and our children are enjoying dancing and piano lessons 
along with other activities. We're all loudly singing the praises of the 
Minnesota Mutual!" 


Bill Irvin joined The Minnesota Mutual Life Insurance Company in 
September, 1945, and in 12 months had paid for $647,094 of new 
business. in his first full year he received 8%, of first-year commissions 
in extra CLUB CREDITS as a quality award. Bill is now a Millionaire 


*reg. U.S. trademark 


Organized 1880 
The Minnesota Mutual 


Life Insurance Company 


SAINT PAUL 1, MINNESOTA 


having over $1 million of personally written business in force. His 
effective selling results from his use of the Organized Sales Plan with 
the wonderful SUCCESS-O-GRAPH* — a plan used exclusively by 
many Minnesota Mutualites. 
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! THE MINNESOTA MUTUAL LIFE INSURANCE 1 
: COMPANY H 
| Saint Paul |, Minnesota 
] 1 want to know how Bill Irvin does it. | may be ! 
interested. No obligation to me, of course. i 
| | 
| Name | 
1 I 
] Address ; 
| 
| City Zone__. State t 
L i 





